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Oil jobber maps all-out tire sales campaign to boost TBA volume 
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Why is automotive progress 
like a man washing his hands? 


Did you ever try to wash one hand? You know it’s all but impossible. As the old 
saying goes, “‘“one hand washes the other.” 


Improving transportation is also a two-handed affair. One “hand”’ is the auto- 


motive industry. The other is the petroleum industry. Again and again, progress 
in one has been made practical by a complementary development in the other. 


For example, it was the proved ability of the oil industry to provide high octane 
fuels, through improved refining methods and the use of “Ethyl” antiknock 
compounds, that prepared the way for higher compression engines. And to prove 
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Why is automotive progress like a man washing his hands? 


(Continued from preceding page) 


that it works both ways, the engineering genius of the automobile industry took 
full advantage of better gasolines to produce more and more efficient engines. 


Ethyl people, recognizing this interdependence between engines and fuels, 
have made it the keynote of Ethyl’s research and cooperative projects for the 
past 30 years. 


We hesitate to predict what future progress will bring, but one thing is certain 
—that this progress will be the result of two of America’s greatest industries 
working hand in hand. And Ethyl] research people will continue to work with 
both industries and to serve in a very special way as liaison between them on 
problems of fuels and engines. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


These words are inscribed at the main 
entrance of the Ethyl Research Labora- 
tories in Detroit. 


While still a young man, Thomas E. Midgley, 
one of America’s greatest chemists, discov- 
ered the use of tetraethyllead as an anti- 
knock agent and so became one of the chief 
Every year Ethyl buys a representative architects of today’s automotive progress! 
group of new cars in order to give the pe- 
troleum industry full information as to the 
octane requirements of these cars. 





More Owners Get Them 
As Oniginal Equipment 


ACs are standard factory equip- 
ment on nearly as many new cars 
and trucks as all other makes of 
spark plugs combined. 


More Owners Need Their 


Performance 
Advantages 


AC is the only spark plug with patented CORALOX, 
the material which resists the formation of oxide 
and carbon deposits much better than any previous 
insulator. This can — 


@ INCREASE POWER BY AS MUCH AS 10% 
@ SAVE UP TO ONE GALLON OF GAS IN TEN 


only SPARK PLUG WITH 


Patented 


PLUGS CORALOX 
Insulator 
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If you're ae a new plant, have Gorikral American fa ‘isstiline 
bulk shipping fieeds. Our experience gained in designing, building 
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Behind Our Headlines 


We move our editorial headquarters 
to New York this coming week, and 
simultaneously make the first of a 
series of moves aimed at strengthening 
our coverage around the country of 
events that spell n-e-w-s to oil men. 


That No. 1 move will see us setting 
up a full-time base in Detroit from 
which to observe ... report . . . and 
interpret . . . the things that the auto- 
motive people are doing that bear on 
petroleum supply and demand and on 
the industry’s distribution and market- 
ing practices. Such things, for example, 
as what the manufacturers may be 
learning from having 35 cars with 
10-to-1 compression ratio engines, 
burning up the highways of Michigan 
and requiring a minimum count of 
96 octane gasoline to operate. 


We have long felt the need for an 
observation post in Detroit. Inquiry 
of various of our readers tells us that 
they share that feeling. 


So, while some of us move on to 
New York, we're shifting Transporta- 
tion Editor Holger Ridder to Detroit. 
His major assignment: to dig behind 
the scenes for the inside story of what 
goes on in the automotive capital, and 
to report his findings regularly in 
NPN, in terms of their significance 
to the oil industry. 


We rather expect, too, that Holger 
will find his new Detroit background 


adding oomph to the reports he will . 


be continuing to write for NPN on 
general oil transportation subjects and 
lubrication problems. 


—Herbert A. Yocom 
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An unequalled opportunity 


to buy a complete assembly line 


for 5-gallon pails 


A complete, modern, automatic assembly line and parts fabrication line 
—representing an outstanding engineering achievement—are available 
to a manufacturer interested in the production of 5-gallon steel pails. 


This assembly line can produce either full open-top or double-head con- 
tainers with sides that are necked-in, swedged or combinations thereof 
in 24 or 26 gauge plain or pre-lithographed material. It has a maximum 
capacity of 2400 open-top containers an hour. Completed in 1948, its 
production efficiency has been proved by four years of operation by a 
major manufacturer in the container field. 





Companies interested in obtaining full details are invited to arrange 
for a meeting, at which a moving picture will be shown demonstrating 
the entire operation. All inquiries will be held in the strictest confidence. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
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AHEAD OF THE NE 


TCP to Court?—Shell Oil Co. is making plans to protect 
the selling power of its TCP gasoline additive. The company 
applied for a patent before TCP was introduced and expects 
a decision soon. Shell has also registered TCP as a trade- 
mark in 46 states and has an application for federal registra- 
tion pending. Referring to the gasoline advertising of com- 
petitors, Shell comments: “Each potential patent and trade- 
mark infringement, and each plagiarism of our advertising 
copy is being carefully scrutinized and catalogued. It is 
intended that appropriate action will be taken in each such 
case.” 
e 


Streamlined Truck Loading—One major oil company 
is leaning more and more toward concentrated oil truck 
loading racks that allow one man to load several trucks at 
once. The company claims manpower savings and faster 
loading. And it says there is no loss in safety—provided the 
proper automatic shut-off equipment is used. 


Jobbers Under Eyeglass—A Midwest major is currently 
making a broad study of Independent oil marketer opera- 
tions. The company has engaged an economist to direct the 
study, and to work in co-operation with many jobbers, re- 
finers and producers. Results will not be known for some 
time. 

* 


Oil Ratio Changes—Nearly complete returns from 
NPN’s 11th motor oil ratio survey (spring-summer of 1953) 
show gains in some areas. Figures so far indicate the ratio 
for District 1 is up 3 points (0.3%) over last spring-summer, 
and up 15 points over last fall-winter. District 2 is 13 points 
below last spring-summer and 9 points below last fall- 
winter. District 3 is 1 point below last spring-summer, but 
8 points over last fall-winter. District 4 is 1 point below 
last spring-summer, but 5 points above last fall-winter. And 
District 5 is 8 points under last spring-summer, but 2 points 
above last fall-winter. 


Fuel Oil Help—Jobbers who have been asking for help in 
the battle against the invasion of natural gas may get an 
assist during the coming year from American Petroleum 
Institute. Many of these fuel oil distributors have seen their 
sales drop at an alarming rate as natural gas moved in. 
They insist it is a problem for the entire oil industry—not 
merely for one group of jobbers, or even a state association. 
The national aid in promoting fuel oil may come from a 
study being started by the Fuel Oil Committee of the API 
Division of Marketing. The committee is headed by J. L. 
Minner of Shell. It will study the possibilities in a national 
advertising and public relations campaign, aimed at telling 
consumers why fuel oil is the best heating fuel. Also, a 
motion picture carrying out this theme will be considered. 
A report on how far the committee thinks it can go in 
developing such a program probably will be presented at 
the Marketing Division’s meeting in Denver next May. 
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Aluminum Tank Battle—Some tank truck haulers are 
ready for a determined fight against attempts to discredit 
the safety of aluminum cargo tanks. Such tanks are already 
in limited use for oil hauling. And a large truck manufac- 
turer is currently testing them again. Critics of the tanks 
are pointing a finger at the relatively low melting point of 
aluminum. But the tank truckers have publicly endorsed the 
continued use of aluminum tanks—which are non-sparking 
and allow increased payload. If necessary, the truckers will 
press for a fire test. 


Weather the Villain—The oil industry's high stocks of 
product are caused by a “weather phenomenon”—not by an 
“industry behavior phenomenon”—in the opinion of a top 
major company man. He says that under normal weather 
conditions the industry could have expected an increase of 
18.7% in distillate consumption this season. And by this 
time the industry would very rapidly be correcting its “ex- 
cess supply” condition. But very warm weather in October 
and far into November have kept distillate movements at 
a comparative standstill. The major’s representative uses a 
rule of thumb for the effect of weather on demand for prod- 
ucts: “If we have an abnormal increase in gasoline con- 
sumption because of a mild winter, that increase will repre- 
sent no more than one-half, if that much, of the loss in 
consumption of burning fuels because of the abnormally 
warm weather.” 
* 


Pipe Line Pressure—Sponsors of the West Coast Pipe 
Line (proposed crude line from Texas to Los Angeles) are 
pushing a home-state campaign to get the line built. They 
are pointing out that cutbacks in Texas crude allowables 
are reducing funds for the state’s schools. This is because 
the Texas educational program is geared largely to royalties 
from oil produced on state-owned lands. The sponsors say 
that if the pipe line is built, opening up new crude markets 
on the West Coast, more money will be available for 
schools. 
e 


Jet Fuel on Top—World-wide demand for jet fuel will 
surpass aviation gasoline demand in three years, according 
to an estimate by Aviation Week. The forecast is that avgas 
use will rise from 85 million bbl. in 1952 to 110 million 
bbl. in 1956—while jet fuel use will soar from 29 million 
bbl. in 1952 to 112 million bbi, in 1956. Figures exclude 
demand in Iron Curtain countries. 


Supply-to-East Study—Petroleum Administration for 
Defense will make a formal study of how oil can best be 
supplied to the East Coast in wartime. PAD is asking its 
former refining director, Paul E. Kuhl, to suggest how a 
study can be organized. PAD will then appoint a group of 
consultants to develop proposals. The final decision will be 
up to PAD or other defense agencies. 


For more Ahead of the News > 
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Farm Discounts Again— Midwest oil marketers may be in 
for another round of dump discounts to farmers. Late this 
summer the discount practice disappeared generally. But 
now rural jobbers in most Midwest states say many mar- 
keters are once more starting to shade prices 1¢ to 1.5¢ per 
gal. (for dumps of 100 gal. and more). Farmers are shorter 
of cash than they have been for some time. They are look- 
ing around for the best “deals” they can get on oil products. 
In doing this, they often tell an oil distributor that one of 
his competitors has cut the price. To meet this “competi- 
tion,” the distributor lowers his price for dump deliveries. 
Several jobbers point out that often this competition does 
not exist. They argue that oil marketers should insist on 
seeing concrete evidence before accepting anyone’s story 
that a cut price has been offered. 


Cool to Drag Chains—National Fire Protection Assn. is 
more convinced than ever that there’s little point in using 
drag chains on oil tank trucks to eliminate static electricity. 
NFPA says the insulating qualities of concrete and asphalt 
roads have made the chains needless (though they may still 
be useful on trucks operating on dirt roads). The association 
says bonding at the loading rack is an adequate safeguard. 
But the group plans no immediate formal action on the 
matter. 
e 


Boost for Dealers—American Petroleum Institute’s pro- 
posed high school courses in service station management 
may have a real public relations payoff—in addition to their 
direct operating value. Some oil men think this will result 
from the formalizing of the training of young men as sta- 
tion dealers. The thinking is that when car owners see the 
boy “next door” training to be a dealer, they will have a 
higher opinion of station men. 


More Credit Plates—Tide Water Associated in Decem- 
ber will start using metal imprinted credit plates at stations 
in seven Western States. The company has tested the system 
for seven months in 100 Hawaiian stations, with good 
results. 


NPN Staff 


NOJC Door Closed—National Oil Jobbers Council stil! 
opposes inviting top men of supplying companies to attend 
its business sessions as observers. Some NOJC members 
recently raised the question of whether closer relations be- 
tween jobbers and suppliers wouldn't result if marketing 
executives of integrated oil companies were asked to sit in. 
But the overwhelming consensus was that NOJC could 
accomplish much more, and members could express them- 
selves with much greater freedom, if the sessions were kept 
closed. However, NOJC may resume in the future its former 
practice of inviting one top supplier representative to ad- 
dress a luncheon meeting and answer questions afterward. 


Motor Oil Boost—American Petroleum Institute hopes its 
forthcoming manual on the function of motor oil and why 
frequent oil changes are needed will be especially useful to 
smaller oil marketers—ones without their own training 
material. But the manual can also be used by majors to 
supplement their own lube programs. This will also be true 
of a second API manual on motor oil selling (due later next 
year). In the future may come still other manuals, aimed at 
the oil user. 
2 


New Station Competition—The possibility that a large 
restaurant chain will enter the service station field is closer 
to reality now that stockholders of Hot Shoppe, Inc., have 
approved expansion into such lines as stations and motels. 
But the company, operating mainly in the East, has not yet 
made firm plans for such a move. 


Fight Against Gas—North Carolina heating oil jobbers 
are warming up for a tough battle with natural gas. Federal 
Power Commission has approved a petition by Public 
Service Co. of North Carolina, Inc., to connect its gas pipe 
line facilities to distribution systems in 25 North Carolina 
communities, The oil jobbers are ready with arguments 
against natural gas use: Danger of explosion and asphyxia- 
tion, fluctuations with temperature changes, the possibility 
of line breaks, and the fact gas prices are rigidly controlled 
—not subject to supply-demand market changes. 
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TOPS IN DETERGENT ACTION 


TOPS IN JOBBER PROFIT 


Many thousands of miles of exhaustive pre-testing went 
into this amazing new high-detergent oil which keeps 
car engines clean. Ashland Topflite Super H-D first 
proved itself in heavy trucks, taxi fleets, power plants, 
towboats, construction equipment and passenger cars 
of every type operating under extreme conditions. Aghianc a 
Now it is available in cans or drums to independent IL 
jobbers and dealers looking for a top-quality oil that oe coats 
will yield the top profit which results from top cus- 
tomer satisfaction. Be tops in your area. . 


. with 
Topflite Super H-D. 











ASHLAND OIL & REFINING COMPANY 
Home office: Ashland, Kentucky 


ALTON, 1LL.—2616 E. Broadwoy; BUFFALO, N. Y.—800 Ellicott Square; CINCINNATI, O. 
—1402 Federal Reserve Bank Bidg.; CLEVELAND, O.—Standard Bidg.; EVANSVILLE, IND. 
—2500 Broadway; FINDLAY, O.—P.O. Box 210; LOUISVILLE, KY.—3005 Dumesnil,; NASH 


VILLE, TENN.—5 E. Main, PADUCAH, KY.—R.R. No. 4; PITTSBURGH, PA.—711 Park Bidg. 


NATIONAL PETROLEUM NEWS + November 25, 1953 








WASHINGTON 


New Obstacle to Wage-Hour Relief Seen 


Bad news may be brewing for 
“local” oil distributors who would like 
to have their exemptions from the 
wage-hour law spelled out more clear- 
ly. The word is that the Republican 
Administration, in general, appears to 
be leaning the other way. It may de- 
cide to ask Congress to broaden wage- 
hour coverage, rather than press for 
any increase in the 75¢ minimum 
wage. There is some thinking that a 
reduction in wage-hour exemptions 
would be more beneficial to the mass 
of workers than a hike in the mini- 
mum wage. 

This development appears to throw 
cold water on earlier hopes that the 
Labor Department, as the result of an 
intensive review of the problem, might 
come up with a recommendation that 
would have the effect of broadening 
the jobber exemption and ending the 
constant harrassment, in some areas, 
by department investigators. 

Unfavorable as this move might be, 
however, oil distributors should not 
abandon all hope for some sort of re- 
lief from the wage-hour requirements. 
After all, it is not the Administration 
planners, but Congress that makes any 
changes in the law. We could end up 
with an increase in the minimum wage 
and no change in coverage. And Con- 
gress could, although the chances ap- 
pear slim, pass specific legislation— 
such as the Connally Bill—to deal only 
with oil distributors. 


Oil Is in the Clear 


There is nothing really significant, 
so far as the oil industry is concerned, 
in the Supreme Court test slated for 
the near future on whether the Presi- 
dent has the power to execute trade 
agreements without specific authoriza- 
tion of Congress. The issue has been 
raised by a potato distributor who im- 
ported the vegetable in violation of a 
presidential embargo. 

All oil agreements have been negoti- 
ated under the Reciprocal Trade 
Agreements Act passed by Congress. 
This, for example, sets specific limits 
(50%) on presidential raising or lower- 
ing of import tariffs. So whatever the 
high court may prescribe as the Presi- 
dent’s broad tariff-setting authority 
won't have any bearing on restrictions 
spelled out by Congress. 


Oil Units Hailed 


The military has warm praise for the 
manner in which the oil industry has 
continued to co-operate in establishing 


and perpetuating affiliated reserve oil 
units. Defense officials aren’t reluctant 
to declare that the oil program has no 
comparison with those in other indus- 
tries. Oil’s is labeled “outstanding” 
and a “prime example.” 

Some 80 units are on paper, with 
more than half of those activated. 
About 20 went overseas during the 
Korean emergency and nine of those 
still are out of the country. There have 
been some mix-ups—two pipe line 
units, for example, doing menial 
chores in Korea because somebody 
had neglected to carry out the pipe line 
planning. But, all in all, the military 
has taken pains to see that the units are 
used for the purposes they have been 
trained (often at considerable expense 
to the co-operating oil companies). 


So the military is keeping its fingers 
crossed that the Korean truce doesn’t 
lull the industry into thinking that the 
program should not be continued and 
expanded. The need for a reserve of 
trained oil specialists is as great as ever, 
in view of international uncertainties 
that overshadow the Korean trouble- 


spot. 


Leaving Himself Open 


Interior Secretary McKay may have 
lead with his political chin in a speech 
in Pittsburgh recently, while illus- 
trating the difference in the attitude of 
the Eisenhower Administration toward 
business in contrast with that of the 
former administration. 


He cited a speech by a former as- 
sistant secretary of Interior (Democrat) 
back in 1948 in which the official was 
stressing the need for more steel out- 
put. The man said the steel industry 
should be given incentives to build 
more plants. But that if the industry 
didn’t, the government should. 


Mr. McKay detected a “note of 
coercion, the hint of a threat,” to in- 
dustry that “was typical and used fre- 
quently by spokesmen in the past.” 


It will be surprising if some political 
opponent of Mr. McKay’s doesn’t 
spring forth with the August, 1953, 
letter written by PAD (of which he is 
administrator) in which the oil indus- 
try was told that if it didn’t build 
alkylate facilities, the government 
would. “This policy has since been 
withdrawn, but that doesn’t change the 
fact that ‘a note of coercion, a hint of 
a threat,’ was used by this Adminis- 
tration.” 


By NPN Washington Staff 
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But why MEN over 45? 


Our doctors still don’t know 
why, but if you are a man 
over 45 you are six times as 
likely to develop lung cancer 
as a man of your age twenty 
years ago. They do know, 
however, that their chances 
of saving your life could be 
about ten times greater if 
they could only detect can- 
cer long before you yourself 
notice any symptom. (Only 
1 in every 20 lung cancers is 
being cured today, largely 
because most cases progress 
too far before detected. ) 


That’s why we urge that you 
make a habit of having your 
chest X-rayed every six 
months, no matter how well 
you may feel. The alarming 
increase of lung cancer in 
men over 45 more than jus- 
tifies such precautions. Far 
too many men die need- 
lessly! 


Our new film “The Warning 
Shadow” will tell you what 
every man should know 
about lung cancer. To find 
where and when you can see 
this film, and to get life- 
saving facts about other 
forms of cancer, phone the 
American Cancer Society 
office nearest you or simply 
write to “Cancer”—in care 
of your local Post Office. 


American 
Cancer 


Society 





SUPPLY AND DEMAND 


Distillate Stocks Turn Downward 


The buildup of distillate fuel 
oil stocks in primary storage has 


halted, at least for the week end- 
ed Nov. 14. 


For the first time in 10 weeks dis- 
tillate stocks dropped 1,990,000 bbl. 
from an all-time high of 135,873,000 
bbl. set in the week ended Nov. 7, 
according to an American Petroleum 
Institute statistical report. 

However, finished and unfinished 
gasoline inventories gained 1,222,000 
bbl. in the week ended Nov. 14, to 
reach a total of 144,954,000 bbl. in 
primary storage. Stocks of residual fuel 
oil also gained, but kerosine inven- 
tories declined (see table below). 

On the production end, crude runs 
dropped off 11,000 b/d in the week 
ended Nov. 14, while gasoline pro- 
duction climbed 988,000 b/d. 

Crude oil and condensate produc- 
tion averaged 6,219,250 b/d in the 
week ended Nov. 14, up 89,250 b/d 
from the previous week. 

Imports Climb—Imports of crude 
oil and products rose to an average 
of 1,068,000 b/d in September, with 
crude oil alone setting a record average 
of 729,000 b/d, according to a com- 
pilation of Census Bureau statistics. 

September imports were the highest 
since the June average of 1,069,000 
b/d. Imports of crude oil averaged 
10,000 b/d higher than the previous 
record of 719,000 b/d chalked up 
in June. 

Residual imports in September aver- 
aged 306,000 b/d, up 65,000 b/d 
from August. 

Meanwhile, total imports for the 
week ended Nov. 14 increased 353,200 


b/d from the previous week, accord- 
ing to the API report. East of Cali- 
fornia imports climbed 284,600 b/d, 
and California imports were up 68,600 
b/d from the previous week. Com- 
plete details are shown in the follow- 
ing table: 


Week Week 4 Weeks 
Ended Ended Ended 
Nov.14 Nov.7 Nov.7 


(bbl. per day) 
East of California: 


Crude oil 631,600 
Residual fuel oil 484,600 344,300 
Distillate fuel oil . .5,000 5,000 
Asphalt . 7,300 
Others 25,400 8,800 


496,600 566,300 
369,200 
6,600 
2,700 
13,100 





Total 


California: 
Crude oil , 
GES ornn ews 


. 1,146,600 862,000 957,900 


143,000 74,400 83,900 





Total 
United States: 


143,000 74,400 83,900 


571,000 
365,400 


650,200 
391,600 





U.S. Imports 1,289,600 936,400 1,041,800 


Preliminary figures indicate that 
Esso Standard and Esso Export im- 
ported 76,000 b/d pf crude oil and 
140,000 b/d of residual fuel in Octo- 
ber, Esso Standard said today. 

Final figures for September, the 
company said, show the two compa- 
nies in that month imported 88,000 
b/d of crude and 135,000 b/d of 
residual. 

Oil Exports Up—Exports of crude 
oil and products climbed to an average 
of 315,000 b/d in September from an 
average of 301,000 b/d the previous 
month, but were well below the aver- 





Summary of API Report on Refining Operations 
(U. S. Totals—B. of M. Basis) 


Week 
Ended 
Nov. 14 


Production 


Crude runs—daily avg. 
Foreign crude included . 
Per cent operated 
Gasoline e 
Kerosine 

Distillate fuel oil . 
Residual fuel oil . 


Stocks 


Finished & unfinished aheeane 
Kerosine ay ie 
Distillate fuel oil 

Residual fuel oil 


10 


6,951,000 
630,000 


24,540,000 
2,364,000 
10,044,000 
8,258,000 


144,954,000 

36,779,000 
133,983,000 

51,696,000 


Week Increase 
Ended or 

Nov. 7 Decrease 

(figures in bbl.) 
6,962,000 
651,000 
89.5 
23,552,000 
2,314,000 
10,071,000 
8,252,000 


11,000 
21,000 
0.1 
988,000 
50,000 
27,000 
6,000 


89.4 


143,732,000 1, 
37,578,000 
135,873 


51,336,000 


222,000 
799,000 
1,890,000 
360,000 


aa it +/++1 11 


age of 361,000 b/d in September, 
1952. 

Texas Cuts Allowable—The Texas 
Railroad Commission ordered a re- 
duction of 65,854 b/d in the state’s 
crude oil output for December. The 
cut is the fifth since July and will make 
the state’s allowable average 2,756,906 
b/d on Dec. 1. 

The order permits fields generally 
to produce 17 days, including East 
Texas fields. Commissioner Olin Cul- 
berson said that new wells brought into 
production during December normally 
would reduce the actual cut to less 
than 50,000 b/d. 

Buyers of Texas crude oil had asked 
the commission for increased produc- 
tion in December. Major companies 
had recommended an 18-day pattern 
which would have raised the allowable 
about 50,000 b/d. The state’s allow- 
ables have been reduced about 400,000 
b/d since July. 

Gasoline Consumption — The API 
reported September gasoline consump- 
tion estimates for 27 states and the 
District of Columbia as follows (in 
thousands of gallons): 


Sept. 1953 Sept. 1952 % Change 
82,530 77,419 
79,686 76,179 

Kentucky .. 60,202 55,498 

Maine 24,796 23,585 

Massachusetts 91,899 88,798 

New Hamp- 
shire .... 14,134 

New Jersey. 139,026 

New York.. 281,405 


Florida . 
Georgia ... 
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12,758 
127,978 
253,098 
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94,575 
214,144 
15,920 
350,314 
14,257 
25,107 
39,784 
49,167 


Ne 


Rhode Island 17,767 
Texas 364,886 
Wyoming .. 15,193 
Arizona ... 36,273 
Arkansas 39,248 
Connecticut 53,636 
Dist. of 
Columbia 
Idaho 
Illinois .. 
Indiana .. 
Iowa 
Louisiana 
Maryland .. 57,930 
Nebraska .. 46,897 
North Dakota 33,840 
South 
Carolina . 
Vermont .. 
Virginia ... 
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16,449 
22,698 

. 219,495 
127,658 
87,990 
60,263 


16,603 
22,272 
212,506 
121,522 
86,959 
60,043 
55,752 
45,478 
32,815 


YREworuUuwres 
—mRmoenowvos 


48,040 
10,494 
90,721 


47,158 
9,897 
86,398 


Arabian Production Up — Crude 
production in Saudi Arabia in October 
exceeded the September output, but 
fell below July’s all-time peak of 909,- 
677 b/d, the Arabian American Oil 
Co. reported. Production rose to 851,- 
727 b/d, as compared with Septem- 
ber’s 835,935 b/d. 

This brought production for the first 
10 months of 1953 to 846,334 b/d, 
as against 840,067 b/d for the same 
period in 1952. 
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To the Weaver, the Baker, the Beauty Maker 
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Rub-A-Dub-Dub, want a suit you can scrub, face cream, 


or a well-protected loaf? Then we can help you, for 

Standard Oil Company of California has put oil to work 

for the weaver, the baker, the beauty aid maker—and 

practically everyone else. In addition to supplying 88% 

of the 7 Western states’ energy, oil men have a hand in 

providing you with thousands of other things you don’t 

buy in a service station. Suits, for instance! That wrin- 

kle-resistant model you may be wearing was woven from 

an oil-born ingredient developed in our research labora- 

tories. Bread, too! Millions of loaves were wrapped last 

year in paper coated with Standard wax. Whenever you 

light a candle, polish a shoe, or empty a milk carton, you 

may be using wax turned out by Standard Oilers. And 

when your wife creams her face we’re involved, too. Each 

year we supply \% million gallons of highly-refined oils 

\\\\) wih) Lg to cosmetic makers—enough for 10 million jars of face 

& \; if " cream. These examples of oil’s place in modern living em- 
phasize one important point: The oil industry has moved 

from kerosene to synthetic fabrics in one short genera- 
tion—and so have you. Oil progress is your progress. 


== ws ‘4 

. aM : 
Se sf \ 
Wa: “ . 
es. j ap 2 € What comes from a drum of oil? Auto tires, medi- 
Ce se cf re cines, nylons, detergents, plastics, paints, insecticides, 
> = - cleaning fluids—and thousands of other products. And 
that’s because oil companies like Standard invest mil- 

lions each year to find new ways to make oil serve you 

better. Your questions or comments about our Company or 

industry are always welcome. Write: Standard Oil Company 

of California, P.O. Box 3495-E, San Francisco, California. 


STANDARD OIL COMPANY OF CALIFORNIA 


plans ahead to serve you better 
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IT'S A BRAND NEW IDEA! 
A YEAR AGO, A WINTER 


NEW GULFPRIDE H.D. LIGHT 
WASNT COMMERCIALLY AVAILABLE! 


NEW! A special. grade oil that 


helps you 3 ways in winter ! 


1. FASTER STARTS: Makes your engine easier to start— 
even at temperatures well below zero! Saves tempers, saves 
batteries! (Fact: special-grade Gulfpride H.D. Light ac- 
tually flows at 35° below zero!) 


2. ALL-WEATHER PROTECTION: Gulfpride H.D. Light 
has the tough protective film that means constant pro- 
tection from cold start to full engine heat. Safeguards 


your engine on long trips and on winter’s warmest days. ; 
The World's 


Finest 
3. KEEPS ENGINES CLEAN: Protects against sludge de- Motor Oil 


posits, corrosion, rust and wear—problems that are at 
their worst in cold weather. 


Gulf Oil Corporation « Gulf Refining Company 


Ack for new! Gulfpride H.D. Light 4- winter / 
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Northwest Independents Claim Squeeze-Out 


Independent West Coast oil distributors and service station 
operators last week charged that the major oil companies have used 
coercion and threats in an effort to dictate distribution policies. 


Another charge was made that majors were buildin 


new sta- 


tions and soliciting new accounts while telling some Independents 
they could not supply them because of shortages. 


These charges emerged in the testimony at the Senate Small 
Business Subcommittee hearing in Seattle, last week. 


Major oil companies singled out at the hearings released a “no 
comment” statement on the testimony. 


Most of the distributors testifying 
claimed to have lost money because of 
inability to purchase supplies from 
the majors. Others complained of al- 
leged major company attempts to dic- 
tate the prices they should charge for 
gasoline. 

Riley Kelly, a jobber in Yakima, 
Wash., charged he found it almost 
impossible to purchase gasoline from 
major companies. He said the only 
way he was able to get gasoline from 
these suppliers was by purchasing 
through distributors who added 3¢ 
gal. to the price without handling the 
gasoline in any way. 

He said that during the last two 
years he had lost 10 commercial cus- 
tomers to a major company which re- 
duced its price as much as 3¢ a gal. 
below the tank wagon price. The larg- 
est of these accounts used up to 100,- 
000 gal. a month, he said. Yet when 
he tried to buy gasoline from this 
major company, he testified that the 
company refused to sell to him because 
of “insufficient supplies.” 

When he was asked by Senator 
Edward J. Thye, subcommittee chair- 
man, why this major supplier would 
not sell to him, Mr. Kelly replied, 
“They don’t want me to grow.” 

He also complained about the prac- 
tice of large companies in building 
expensive, new stations when existing 
stations were not able to show a profit. 

Jobber Kelly, and virtually every 
station operator who testified, voiced 
the opinion that Independents will 
eventually be forced out of business, 
unless major companies are denied the 
right to operate retail outlets. 

Anonymous Calls—Henry M. Max- 
well, Olympia, Wash., who said he 


had $175,000 invested in four stations, 
testified he had been subjected to a 
series of anonymous telephone calls, 
suggesting he might find his operations 
more satisfactory if his prices were 
advanced. 

He added that deliveries to him by 
transport companies had been regu- 
larly photographed. 

Price and Hour Dictation—Roger S. 
Stubbs and Max B. Taylor, Seattle 
Independent operators supplied by the 
Shell Oil Co., declared Shell had un- 
dertaken to control their prices and 
hours of operation. Mr. Taylor said 
he was required to lower his gasoline 
prices to meet the competition of a 
nearby Standard station. 

Mr. Stubbs said the company had 
told him his price was too high and 
that he was not keeping open long 
enough to meet the competition of a 
Standard station on his corner. 

Supply Cut Off—tThe operator of 
two Seattle stations, Victor Green, 
said he was told last year that his In- 
dependent supplier, Time Oil Co., 
“would be dried up, and that I should 
get out and go into a major oil com- 
pany.” His supply of gasoline was cut 
in half because Time was unable to 
obtain supplies. No major firm would 
supply Mr. Green’s stations because 
his prices were about 242¢ less than 
major brands. 

“Surplus Buyers”—H. F. Morrison, 
Portland, Ore., distributor, charged 
that the major oil companies agreed 
early last year to classify Independent 
distributors as “surplus buyers.” This 
agreement, he testified, was made at an 
American Petroleum Institute meeting 
in Los Angeles. 

He said that he did not think the 
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agreement would affect him as he had 
been supplying his Northwest Oil Co. 
through the Hancock Oil Co. since 
1936. However, Hancock cancelled 
his contract shortly afterward when 
its own supply from General Petro- 
leum was curtailed. 

Loss of this supply and termination 
of another supply contract by United 
Petroleum reduced Northwest's gal- 
lonage from 1,500,000 gal. to 400,000 
gal. a month, testified Mr. Morrison. 
In spite of attempts to buy from all 
seven West Coast majors, Mr. Mor- 
rison said he couldn't buy a single 
gallon. 

“They'd look me right in the eye and 
tell me their supplies were short when 
I knew they were out soliciting new 
accounts and building new stations,” 
said Mr. Morrison. 

He estimated he had lost $100,000 
in a year’s time through his difficulty 
with supply. About 80% of the busi- 
ness he lost, he said, went to distribu- 
tors of Standard Oil such as Champion 
and Signal. 

Hancock Oil Co. has now made a 
verbal agreement, to take care of his 
gasoline needs, said Mr. Morrison. 

Used Gulf Coast Oil — J. Parker 
Holden, executive secretary of Time 
Oil Co., of Seattle, largest Independent 
marketer on the West Coast, said its 
usual volume of 1,900,000 gal. a 
month was reduced considerably when 
its supply from Hancock was cut off. 
His company finally turned to the Gulf 
Coast for its supply, at considerably 
greater expense because of the longer 
tankage haul. 

Mr. Holden said Time gave some 
of its accounts to smaller distributors 
during the shortage period. 

The company is now negotiating 
with three California suppliers, he said, 
and hopes to have its supply problem 
ironed out soon. 

Texas Contract Cancelled.— James 
F. Divine, general manager of Clipper 
Oil Co., Seattle, said his company’s 
contract with The Texas Co. had been 
terminated Jan. 1. Since then, he said, 
his company has been operating with 
a reduced supply, but is confident that 
it will have a firm supply from a major 
source in the near future. 

Clipper Oil Co., Time Oil, and 
Northwest Oil, all sell most of their 
gasoline to cut-rate stations. 


13 








GOVERNMENT 





SBA Loans Opened to Jobbers 


Application for loans from oil 
jobbers and service station oper- 
ators will now be accepted by the 
government’s Small Business Ad- 
ministration. 


The Small Business Administration 
says the only basis for determining 
whether a loan will be granted will be: 


1. Does applicant have a good cred- 
it rating and does his proposed ex- 
penditure of loan funds appear to be 
sound financially? 

2. Are funds for this purpose un- 
available through private loan agen- 
cies? 

As an SBA official explained it, 
the chief purpose of this office will 
be to step in where bank funds have 
“dried up” in a given area; or where 
bank loan policy on such matters as 
length of loan prevents bank from 
making a loan even though the ap- 


Spencer Speech 


A proposal that oil companies 
seek government permission to 
cooperate within the industry 
has been sharply questioned by 
George Gibson, petroleum con- 
sultant and former finance coun- 
selor with the Petroleum Admin- 
istration for Defense. 


P. C. Spencer, president of Sinclair, 
had told the convention of the Ameri- 
can Petroleum Institute that ways and 
means must be found for oil industry 
members to co-operate with each other 
in the national or public interest with- 
out becoming law violators. 

Mr. Spencer asked for a revision 
and restatement of antitrust laws 
geared to modern day realities. 

In a letter to Mr. Spencer, Mr. Gib- 
son declared that the answer to indus- 
try problems, such as oversupply, was 
not to be found in the relaxing of 
antitrust laws to permit co-operation 
within the industry. He added that 
government action has not caused the 
present oversupply problem, but he 
agreed that present anti-trust laws 
might not serve their intended func- 
tion. However he recommended that 
changes in these laws be made by legis- 
lation rather than through relaxation. 

Said Mr. Gibson: “I agree that there 
is an oversupply of petroleum prod- 
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plicant’s credit is good and his plan 
is feasible. 

Original Policy—Before this change 
in policy, SBA loans were limited to 
businesses that could qualify as de- 
fense-supporting or as “essential” to 
civilian economy. This, in effect, shut 
off such groups as jobbers and dealers. 
Manufacturing was virtually the only 
type of business qualifying under the 
original plan of the administration. 

Eliminating Delay—Under the new 
policy, SBA emphasizes that no pref- 
erence will be given to defense or 
“essential” projects. 

The office also emphasized that it 
will process loans as quickly as pos- 
sible and will hire additional per- 
sonnel to prevent any piling up of 
applications. One official pointed out, 
however, that sometimes a delay is 
caused by the applicant himself who 
is slow in getting information re- 
quested by the SBA. 


Draws Fire 


ucts at present and that at least some 
elements of the industry are suffering. 
I do not believe that government ac- 
tion is the principal cause for this over- 
supply or even a major contributor. 
There are many contributing factors, 
such as unseasonably warm weather, 
a failure of the industry to adequately 
prepare for the increased seasonal 
nature of demand, and a slackening of 
the rate of growth in demand. 


“The PAD .. . is not at present 
requesting any reserve capacity beyond 
that which the industry needs for 
peace-time purposes . . .”, said Mr. 
Gibson. “Regardless of the interpre- 
tation placed upon the purposes... . 
Regardless of the interpretation placed 
upon the one million barrel program, 
it is noteworthy that the government 
offered no inducements for additional 
petroleum productive capacity. 

He continued, saying “. . . the indus- 
try in the past has lived through more 
serious conditions of unbalanced ca- 
pacity and demand. It has done so by 
the exercise of good judgment on the 
part of those engaged in the business. 
To ask at this time permission to com- 
bine for the purpose of restricting pro- 
duction or maintaining prices would 
be a direct invitation to government 
regulation. I cannot conceive the gov- 
ernment permitting an industry to 


limit production without imposing 
upon that industry the controls of a 
public utility. I do not believe that 
the industry itself wants limitations 
beyond those presently imposed by 
the states upon production to prevent 
waste. 

“This is not to say,” he added, “that 
the antitrust laws do not need revision. 
In many respects the laws no longer 
serve their intended function of pro- 
moting the widest market. The anti- 
trust laws are also in conflict with the 
Fair Trade Act. However, changes 
should be made by legislation.” 

Mr. Gibson warned that, “Changes 
should not be made by relaxation and 
particularly should not be made to 
correct conditions resulting from nor- 
mal economic forces.” 


PAD Relaxing Drive 
On Alkylate Expansion 


The Petroleum Administration for 
Defense will no longer “press” the oil 
industry for new alkylation facilities 
now that there is a 22,000 b/d al- 
kylate capacity expansion in sight, 
said Deputy PAD Joseph A. LaFor- 
tune last week. 

The 30,000-b/d expansion goal is 
still being retained and PAD will con- 
tinue to recommend accelerated tax 
amortization for new projects, Mr. La- 
Fortune said. But he pointed out that 
expansion would not be given the em- 
phasis it has been given in recent 
months. 

PAD said other government agen- 
cies involved had agreed to “relaxa- 
tion” of the expansion drive after 
studying the results of a recent PAD 
survey that revealed more capacity 
than had been known previously. 


Another contributing factor in the 
relaxation of this expansion drive was 
reported to be the trend toward instal- 
lation of catalytic reforming equip- 
ment. This enables production of 
higher quality base stock, reducing the 
need for alkylate in the production of 
avgas. 

End of Order 37—PAD is reported 
to be making a survey to determine 
if the presently suspended PAD Order 
No. 3 can be revoked entirely. A PAD 
official indicated the results would 
probably be known within two or 
three weeks. 

This order, which prohibited the use 
of alkylates in automotive gasoline, 
was suspended for 90 days, beginning 
Oct. 1. At that time PAD concluded 
that the output of avgas was running 
higher than had been anticipated and 
that Order No. 3 was not needed. 
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OWIU Won't Press Unionizing of Stations 


The Oil Workers International Union (CIO) apparently will 


not give broad-scale active competition to the campaign be 


by Dave Beck’s International 
service station workers. 


ing waged 


eamster’s Union (AFL) to organize 


OWIU President O. A. (Jack) Knight told National Petroleum 
News that his union considers service station workers within its 
jurisdicton. But he indicated that, for the present at least, any move 
to bring service station men into the OWIU would have to be initiated 


by the station men themselves. 


In a statement on the subject of 
organizing station employes Mr. 
Knight said: “Whenever an appropri- 
ate group of service station employes, 
by democratic vote, designates our 
union as its collective bargaining 
agent, we are of course going to do 
our best to represent that group.” 

When asked if the OWIU would 
enter into an active campaign to or- 
ganize station workers, Mr. Knight 
said the question raised many prac- 
tical problems. 

“I do not propose to explore these 
problems publicly,” he said, “for to 
do so would reveal our strategy and 
assist those who oppose organization. 

“I will say only,” he continued, 
“that we will organize service station 
employes at such time and at such 
places when it is practical to do so.” 

No Collusion — He declared that 
“under no circumstance” would OWIU 
organize on the basis of coercion and 
that it would not enter into. “sweet- 
heart” agreements or in any other way 
engage in collusion with management. 

Whenever the OWIU asks station 
owners and operators to engage in 
collective bargaining, said Mr. Knight, 
they can be sure that his union will 
have first secured the voluntary mem- 
bership of a majority of their em- 
ployes. 

Teamsters Union—Top officials of 
the Teamsters Urion think it is “only 
natural” that the OWIU should leave 
the Teamsters an open field in of- 
ganizing service station employes. 

A spokesman for Dave Beck, Team- 
ster president, said, “We are in a 
better position to organize these peo- 
ple because we are closer to them. 
The drivers of the trucks delivering 
products to the stations are mostly our 
men; drivers of trucks buying gaso- 
line at the stations are usually team- 
sters, and many of the motorists who 
trade there are union members.” 

He pointed out, also, that the Team- 
sters feei that all matters directly re- 
lated to gasoline-driven vehicles fall 


within the jurisdiction of the Team- 
sters. 


Organizing Pattern—The Teamster 
effort to organize service station em- 
ployes is reported to be following this 
pattern: 

The National Automotive and Al- 
lied Trades Division in St. Louis is 
the central clearing agency for mat- 
ters relating to the organization of 
service station employes. Each of the 
four regional offices has a similar di- 
vision. 

These divisions pass along word of 
developments in other regions, to- 
gether with suggestions on how and 
when to proceed, what tactics are 
being used successfully, and any other 
such information. It is left up to locals, 
however, to actually undertake the or- 
ganization. 

Using Associations—Al|though there 
is no set rule of procedure, the Team- 
sters official said organizers “ob- 
viously” would work through retail 
gasoline associations whenever pos- 
sible—as was done in Philadelphia, 
where the union signed a contract 
with the association. 

“This simplifies and speeds up mat- 
ters greatly,” he said, “and in many 
instances the association can be help- 
ful in explaining to service station 
operators the benefits of organized 
labor.” 

Where there is no association, or 
where the association does not co- 
operate, the union will seek to organ- 
ize stations individually. 

Strike Is Last Resort—As for the 
Teamsters’ bargaining method, Union 
President Beck has frequently assert- 
ed that his is a peaceful union which 
uses the strike weapon as “a last re- 
sort.” In a recent speech at the Na- 
tional Press Club, Mr. Beck said that 
not one Teamster was on strike any- 
where in the world on that given day. 
He cites his record on the West Coast, 
and his record in his present office, 
as evidence that his union does not 
use “coercion or fear” as a weapon. 
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Sister Union Pressure—From the 
way matters have been handled, it 
would appear that the Teamsters will 
use pressure from sister unions to 
help in organizing. At the single serv- 
ice station which was struck in Phila- 
delphia during the organizing drive, 
pickets urged members of other AFL 
unions not to trade at the non-union 
station. In this way, the Teamsters 
can influence would-be customers as 
well as putting “heat” on drivers of 
trucks from the station's suppliers. 

No Raiding—A labor official in 
Washington, who was consulted on a 
possible clash between OWIU and the 
Teamsters, said there was no ques- 
tion of “raiding” in the Teamsters 
effort to organize service station em- 
ployees. 

He pointed out there has been lit- 
tle organizing of service station em- 
ployees and that it was therefore 
“open” territory for any union to or- 
ganize. To “raid,” he said, meant to ° 
try to get employes already in one 
union to switch to another union. 

Furthermore, he pointed out, Team- 
sters haven’t yet agreed to sign “no- 
raiding” pact with CIO. 


... in brief 


NLRB Charges Richfield—The Na- 
tional Labor Relations Board has is- 
sued a complaint against the Richfield 
Oil Corp., alleging it violated the 
Taft-Hartley Act by refusing to bar- 
gain collectively over an employes’ 
stock-purchase plan. The complaint 
was based on charges filed by Oil 
Workers International Union (CIO). 

Anticipating the complaint more 
than a month ago, Richfield issued a 
statement declaring a stock purchase 
plan is not a proper matter for bar- 
gaining since it does not deal with 
wages, hours, or terms and conditions 
of employment. 

Richfield has 10 days to answer the 

complaint. A hearing before an NLRB 
examiner has been scheduled for Dec. 
7 in Los Angeles. 
Bargaining Vote Due—Collective bar- 
gaining election has been ordered by 
National Labor Relations Board at 
various Tide Water Associated Oil Co. 
plants to determine whether workers 
wish representation by Employes Assn. 
of Bayonne, United Petroleum Work- 
ers or neither. 
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EXPANSION 


Phillips Seen Entering 


North Carolina Market 


It has been reported that Phillips 
Petroleum Co. will soon expand into 
North Carolina in its move to set up 
a new five-state marketing area in the 
southeastern states. 

Phillips is said to be setting up a 
new district structure to cover North 
and South Carolina, Georgia, Florida 
and Alabama. Headquarters for the 
district will be in Atlanta. (For details 
of Phillips’ expansion in the South- 
east see NPN Sept. 2, p. 33.) 

In North Carolina the company is 
apparently conducting only spadework 
toward actually contracting for oil 
marketing outlets. 

The North Carolina Oil Jobbers 
Assn., without actually naming Phillips 
Petroleum as the company, said in its 
weekly bulletin: 

“They (Phillips) tell us that in this 
area they will market exclusively 
through jobbers—having no direct op- 
erations at all. They are not seeking 
volume in the beginning; they intend 
hand-picking their future marketers. 
. . « They propose to be competitive 
with other suppliers in the way of 
margins.” 


Small Refiners Show 


Rapid Expansion 


The latest PAD summary of rapid 
tax write-off certificates reveals a big 
increase in catalytic cracking and 
catalytic reforming capacities by 
small refiners. 

Their cat cracking capacity will 
have increased from 36,000 b/d in 
1951 to an estimated 205,000 b/d by 
Jan. 1, 1956. Reforming capacity will 
skyrocket from 1,500 b/d to 49,000 
b/d during the same period. (Figures 
for 1956 were based on the assump- 
tion that the projects for which cer- 
tificates have been issued will have 
been built by that time.) 

The PAD summary also shows 
that the relative share of refining fa- 
cilities owned by smaller refiners will 
be increased. For example, small re- 
finers (those who process less than 
20,000 b/d of crude) had 9.81% of 
the nation’s crude capacity Jan. 1, 
1951. But they plan to install 16% of 
the additional crude topping capacity, 
16.7% of the additional catalytic 
cracking capacity and 8.3% of the 
additional catalytic reforming ca- 
pacity for which tax write-off certifi- 
cates have been granted. 


Refineries running between 20,000 
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Grease Manufacturer Adds New Facilities 


Southwest Grease & Oil Co., Wichita, Kan., has added three warehouses 
to its grease manufacturing facilities (one is shown above). The newly acquired 
property adjoins the company’s plant and brings the total land area to 165,000 
sq. ft. Roofed floor space totals 158,000 sq. ft. The additional space has enabled 
the company to consolidate storage of containers at the central plant location. 
It also provides parking space for Southwest’s 115 employes. In addition to 
manufacturing and warehousing facilities, the company maintains a modern 
grease laboratory, headed by M. L. Carter, chief chemist and treasurer. Organ- 
ized in 1933 by H. A. Mayor, Sr., president and general manager, the company 
has grown steadily in 20 years. H. A. Mayor, Jr., is executive vice president 
in charge of plant operations. Lee Beckmeyer, Jim Considine, Jr., and. Jack 
Kellerman make up the company’s sales force in the field. 





and 50,000 b/d, having 8.97% of 
total capacity, plan to install 13.6% 
of the additional crude topping ca- 
pacity, 10.1% of the additional cata- 
lytic cracking capacity and 14.5% of 
the additional catalytic reforming 
capacity. 

If all construction is accomplished, 
total crude topping capacity in the 
U. S. would rise from 6,826,000 b/d 
on Jan. 1, 1951, to 8,404,000 b/d by 
the end of 1955. Cat cracking capacity 
would increase from 1,978,000 b/d to 
2,992,000 b/d and catalytic reform- 
ing capacity would increase from 
79,000 b/d to 528,000 b/d. 





New NPN Address 


NATIONAL PETROLEUM NEws 
is moving its publishing head- 
quarters from Cleveland to New 
York City, effective Nov. 30. 
Readers should direct all cor- 
respondence after Nov. 25 to 
the new NPN address: 


330 West 42nd Street 
New York 36, N. Y. 


The new NPN telephone num- 
ber will be Longacre 4-3000. 











Decision on Refinery 
Awaits Pipe Line Plan 


Construction of a second refinery 
in the St. Paul, Minn., area hinges on 
whether a pipe line is laid into the 
Twin Cities from the northern Willis- 
ton Basin in Canada, Sylvester Daysen 
of the Great Northern Oil Co., said 
last week. 


He said several groups are talking 
about the project and a decision may 
be made in the next two or three 
months. 


If the pipe line plan becomes defi- 
nite, Mr. Daysen indicated the Great 
Northern may go ahead with its plans 


- to build the refinery. 


Organizers of the company have in 
mind a refinery capable of processing 
20,000 to 25,000 b/d of crude. The 
only refinery in the area, at present, 
is that of the Northwestern Refining 
Co., which is handling about 15,000 
b/d. Projected plans for Northwest- 
ern’s facilities call for processing 30,- 
000 b/d. 

The Great Northern Oil Co. has no 
connection with the Great Northern 
railway. Its principal stockholders are 
the Woodley Petroleum Co., Houston, 
and the Southern Production Co., Fort 
Worth. 
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Secondary Stocks Off ‘52 Total 


Total secondary inventories of gaso- 
line, kerosine, distillate and residual 
fuels in the United States amounted 
to 54,900,000 bbl. as of Sept. 30, 1953. 
This reflects a seasonal increase of 
2,400,000 bbl., or 5% more than sec- 
ondary stocks on hand the previous 
month. However, inventories were 
down 3,000,000 bbl., or 5%, from a 
year ago. 

Secondary stocks of all fuels except 
gasoline were higher than a month 
earlier, but were 3% to 7% below 
stocks a year ago. 

Secondary storage capacity in Pe- 
troleum Administration for Defense 


Districts 1, 2, 3, and 4 was approxi- 
mately 54% filled at the end of Sep- 
tember. Storage capacity, compiled as 
of July 31, 1953, totaled 84,400,000 
bbl. and was located in the various 
PAD districts as follows: 37,400,000 
bbl. in District 1; 36,400,000 bbl. in 
District 2; 7,900,000 in District 3; and 
2,700,000 bbl. in District 4. 

Of the total storage capacity in these 
four districts, 31,400,000 bbl. were 
used for gasoline; 12,600,000 for kero- 
sine; 29,700,000 for distillates; and 
10,600,000 for residual fuels. See table 
for complete inventory breakdown by 
districts. 


Census Report on Secondary Stocks, Storage Capacity 
(Figures in thousands of bbl.) 


PAD 2 


Total .. 
Gasoline 
Kerosine 
Distillate 
Residual . 


PAD 3 


Total 
Gasoline 
0 ET ECO Ce AE oo 
Distillate . . 
Residual 


PAD 4 
Total 
Gasoline 
Kerosine 
Distillate 
Residual 


Sept. 30, 
1953 


25,980 


Bulk Storage 
Aug. 31, Sept.30, C 
1953 1952 July 31, 1953 


24,195 
5,145 5,301 
3,451 3,140 

12,595 11,145 
4,789 4,609 


27,196 
5,843 
3,547 

13,081 
4,725 


37,403 
9,156 
5,113 

15,942 
7,192 


19,212 
8,143 


18,593 

8,303 
3,258 3,070 
6,240 5,693 
1,571 1,527 


20,911 
8,237 
3,718 
7,004 
1,952 


36,364 
16,257 
6,052 
11,316 
2,739 


4,514 5,391 4,687 
2,602 2,893 2,542 
654 723 606 
843 1,069 1,086 
415 706 453 


8,992 
4,932 
1,312 
1,678 
1,070 


1,513 1,580 2,727 
926 967 1,616 
90 99 212 
489 506 885 
8 8 a 





Jobbers Told Industry 


Needs More Storage 


Jobbers were urged by H. G. Mea- 
dor, Gulf Oil sales vice president, to 
determine whether their facilities are 
adequate to share in meeting further 
petroleum demand increases. 

Mr. Meador pointed to the fact 
that total demand is running at the 
highest level in history—not only 
above last year’s record high, but 
nearly twice as much as: had been 
anticipated. 


“Many jobbers and distributors 


have expanded their facilities, but 
the simple fact remains that more 
expansion is required if you desire 
to share in this increased business 
activity, “Mr. Meador told a recent 
meeting of the Pennsylvania Petro- 
leum Assn. 
At the same time Mr. Meador: 


1. Urged fuel oil marketers to build 
additional tankage so they could store 
more of their requirements at their 
own facilities. 

2. Urged jobbers to get their cus- 
tomers, both industrial and domestic, 
to keep their tanks as full as possible. 
He said millions of gallons of this 
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storage are left unfilled during the 
summer, making it necessary for 
someone else to duplicate tankage 
to hold oil until the winter season. 
This duplication, he pointed out, 
raises over-all costs of doing business. 

3. Asked all oil industry members 
to conduct their operations with an 
air of optimism and not join in the 
chorus of recession and depression 
talk by the “prophets of gloom.” 


Six Storage Projects 
Get Tax Write-Offs 


A number of storage projects have 
been approved for fast tax write-offs 
by the Office of Defense Mobilization 
this month. These projects, along with 
their write-offs, are: 

Standard Oil Co. (Ohio) —Bulk Pe- 
troleum products sales terminal, eight 
tanks totaling 185,000 bbl. at Cleve- 
land; 40% on $401,500; 25% on 
$128,200. 

Cities Service Oil Co.—Petroleum 
products distribution station, six tanks 
totaling 50,000 bbl. capacity at Roch- 
ester, N. Y. 

Cities Service Stations Corp.—Bulk 
petroleum products sales terminal, six 
tanks totaling 350,000 bbl. capacity, at 
Fort Lauderdale, Fla.; 40% on $844,- 
950. 

New Haven Terminal, Inc.—150,- 
000 bbl. aviation fuel storage tank at 
New Haven, Conn. (for lease to Air 
Force) ; 65% on $108,200. 

New Haven Terminal, Inc.—Addi- 
tional service lines and new feeder 
lines to permit dual use of aviation 
fuel storage facilities at New Haven; 
65% on $130,000. 

Pure Oil Co.—60,000 bbl. terminal 
at Athens, Ga.; 40% on $203,685. 


DEATHS 


Samuel Gehr, 61, sales manager and 
member of the board of directors of 
Ultra Penn Refining Co., Butler, Pa., 
died Nov. 6 in New York City. 

Mr. Gehr, also a partner in Bruin 
Oil Co., a distributorship at Butler, had 
been an officer and director of Ultra 
Penn since he joined it in 1931. Pre- 
viously, he was with the old Valvoline 
Oil Co. at East Butler. 

Mr. Gehr is survived by his wife and 
a son. 


o 
Harry J. March, 54, vice president, 
director and general counsel of the 
Signal Oil and Gas Co., died Nov. 15 
at his summer home in Balboa, Calif., 
following a heart attack. 
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IFUELS | STATIONS 





New York Seeks Bids 


On Thruway Stations 

Bids are now open for service sta- 
tion leases on certain sections of the 
New York Thruway System. Deadlines 


for receiving bids for various locations 
have been set by the New York State 

Count us out of the Thruway Authority as follows: 
Dec. 4, 10:30 a.m.—Sloatsburg 
4° (South), Sloatsburg (North), South 
additive race because Paredes a 

Ponds and Clifton Springs. 

: Dec. 11, 10:30 a.m.—Ruby, Mal- 
Amoco-Gas is the one gas din hits Code thee hee 
Castle (East), LeRoy and East Pem- 


that needs no additive brooke. 


Dec. 18, 10:30 a.m.—Canastota and 


East Syracuse. 
es... Further information and copies of 
nd ; contract documents may be obtained 
—a it leaves no by writing to New York State Thru- 
meta llic depo sit ; way Authority, 119 Washington Ave., 


Albany 6, N. Y. 


AMERICAN OIL COMPANY 








... in brief 


Amoco Replies to Competitors’ Gasoline Claims Station Sales Increase—Gasoline serv- 


Sales | , wae 
es nat tn ek cblitine beta,” the Amiticen 08 Co. prociains in hte See Sn catieneted Sees 


: ; : p , ¢ of $906,000,000 during September, 
newspaper advertisement answering competitors in the premium gasoline race. 1953, as against $866,000,000 for the 


The ad ran throughout the company’s 18-state marketing territory from Maine same month a year ago, according to 
to Florida, except in New York City. the Census Bureau. 





Gasoline Prices at Stations Are Lower on November 1 


The average service station price of regular-grade gaso- ere gaan = ‘. 
line was 0.22¢ per gal. lower on Nov. 1 than it was on ber Aa — ; esctine Tex Service 
Oct. 1. The retail price including taxes on Nov. 1 was = Cos... ain 


: City (Ex Tax) Margin} federal tax) (Inc. Tax) 
29.25¢ per gal. These prices are based on those reported South Bend, Ind. 17.50 3.40 6.00 26.90 
by The Texas Co. at 50 cities throughout the U.S. Chicago, Ill. .. 16.30 5.71 7.00 29.01 
Detroit, Mich. 16.80 5.93 6.50 29.23 
Dealer and Service Station Prices for Regular-Grade Milwaukee, Wis. .. 17.30 6.10 6.00 29.40 
see Twin Cities, Minn. ... 16.30 5.40 7.00 28.70 
GaseGine in 50 Representative Cities Fargo, N. D. 17.20 5.00 7.00 29.20 
(Cents per Gallon) Huron, §. D. ...... 17.10 5.40 7.00 29.50 
Dealer’s Indicated Gasoline Tax Service Omaha, Neb. ....... 16.00 4.50 8.00 28.50 
Net Price Dealer (inc. 2c Station Des Moines, lowa . 15.90 5.50 7.00 28.40 
City (Ex Tax) Margint federal tax) (Inc. Tax) St. Louis, Mo. ...... 15.70 5.20 6.00 *26.90 
Average United States 16.53 5.26 F 29.25 Wichita, Kan. .. 15.00 4.90 7.00 26.90 
oP 16.50 —0.60 , 23.90 ~ Tulsa, Okla 14.90 7.10 8.50 29.50 
17.20 : ; 22.90 Little Rock, Ark. .... 16.70 5.80 . 31.00 
29.80 New Orleans, La. .... 15.10 5.90 ; 30.00 
: , 29.30 Houston, Tex. 14,70 5.30 26.00 
16.40 27.40 Albuquerque, N. M. .. 16.90 5.60 **31.00 
13.90 : 23.90 Denver, Colo. 15.80 : . 29.50 
16.90 . : : Casper, Wyo. on 16.70 \. . *32.00 
16.20 : : : Butte, Mont. ........ 19.20 . J 33.50 
15.90 . F : Boise, Idaho 18.60 : é 32.40 
16.10 : P t Salt Lake City, U Utah . +16.90 J : 27.90 
16.10 ; y Reno, Nev. .. .. 18.60 ; é 32.10 
15.80 ; , . Phoenix, Ariz. .. 18.80 ‘ ; 30.80 
16.30 : ‘ San ay 8 Calif. . 16.10 . J 29.70 
16.90 ; ; : Portland, Ore. .. 16.60 ; t 30.80 
15.50 : ’ Spokane, Wash. ..... 18.80 : j 33.30 
16.50 : y d ATS 
15.40 % * Includes city tax of lc per gal. 
16.90 A ‘ : ** Includes city tax of 0.5c per gal. 
16.40 . ij . *** API figures as reported by The Texas Co. 
16.70 ‘ J " Editor's Note: Where there are price wars these indicated mar- 
16.30 ; ‘ ins do not necessarily show what the dealer is actually realizing per 
15.80 ‘ .! . of gasoline sold. Special allowances temporarily are being 
17.70 ‘ J to some dealers hit by the subnormal retail prices. 
16.30 f A t Applies to deliveries of 400 gals. and over. 


NATIONAL PETROLEUM NEWS - November 25, 1953 





ASSOCIATIONS 


Louisiana Marketers 
To Quiz Suppliers 


To find out what the major oil com- 
panies in Louisiana are planning in the 
way of commission and margin in- 
creases, three top officials of the Lou- 
isiana Oil Marketers Assn. are plan- 
ning to call on the division managers 
of these companies. 

Harry Huber, association president, 
said those making the visits would 
probably be August Krell, C. D. 
Brown, and himself. 

Mr. Huber said only a few com- 
panies have granted increases to job- 
bers or commission agents in the state. 
He said one major has raised jobber 
margins to a “good level,” but has 
granted no increases to its commission 
agents. 

Two other major suppliers, accord- 
ing to Mr. Huber, have granted either 
commission or margin increases in cer- 
tain cases, but he described the amount 
of commission increase by one of these 
as “pitiful.” 


North Carolina Jobbers 


Postpone Margins Vote 


The thorny issue of percentage mar- 
gins vs. dollars-and-cents markup was 
bypassed by the North Carolina Oil 
Jobbers Assn. at its annual business 
session at Raleigh, N. C., in the inter- 
est of maintaining “harmony” with the 
association. 

J. P. Gwaltney, Gwaltney Oil Co., 
chairman of a special committee han- 
dling the question, reported that his 
group stood six in favor of the per- 


centage margin approach, four against 
and one with no opinion. 

He moved that the association “ap- 
prove the basic idea of a percentage 
margin price structure in our indus- 
try.” 

However, Roby E. Taylor of the 
Taylor Oil Co., declared that a direct 
vote on the motion might drive a 
wedge into the unity of the association. 
He explained that there were strong 
opinions on both sides of the matter. 

Mr. Taylor asserted that the per- 
centage margin approach is “a mistake 
in principle” and is “not to our ad- 
vantage.” Even if the principle were 
sound, he added, “now is the wrong 
time to work for it with prices at their 
present height.” 

The association unanimously ap- 
proved the tabling motion by voice 
vote. 


FUEL OIL 


East Has Cold Snap, 
Other Sections Warm 


A cold spell hung on for its second 
week in November on the East Coast 
and in the Southeast, but warmer 
weather moved into the rest of the 
nation. 

Buffalo was the coldest city report- 
ing this week, with 162 degree days; 
Toronto and Minneapolis each had 
155. 

All areas continue to register milder 
seasons than last year, and all but the 
Southeast—which is 21 degree days 
colder than normal—register warmer 


than normal temperatures for this por- 
tion of the heating season. 


DEGREE DAYS 


(Season Sept. 1-Nov. 14) 


Week 
Nov. 8- 
Nov. 14 
1953 1952 Normal 1953 

East Coast 
Boston .... 631* 708 
New York (a) 449 $83 521** 137 
Philadelphia (a) 407 535 455** 137 
Washington .. 437* 674* 537 133 
Average . 481 537 138 


Great Lakes 

Buffalo 790 862 162 

Chicago 741 134 

Cleveland : 620** 147 

Detroit 665 776** 142 

Toronto (a) 846 1001 155 
Average 800 148 


Midwest 


Denver . 644 864 108 
Minneapolis .. 712* 1102* 995 155 
Omaha .. 528 774 700 138 
St. Louis (a) 375° 514 458** 106 

Average . 565 779 754 127 


West Coast 
San Fran- 

cisco (a) . 
Seattle (a) ... 

Average 
Southeast 
Birming- 

ham, Ala. 283 429 251 117 
Charleston, 

S.C. (a) 164 176 108 85 
Nashville, Tenn. 368 604 357** 137 
Raleigh, 

N.C. (a) . 314 432 330 122 

Average 282 410 261 115 


635** 144 


Degree days are on 65 deg. F. basis. 
(a) Readings at city offices. Readings in 


-other cities taken at airport offices. 


* Includes weather bureau correction. 

** Normals based on revised normal fig- 
ures. Other normals based on old normal 
figures. 








ERIE ENAMEL 


SERVICE STATION 
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NAME 


® 


Main and Crawford «+ Paris, Illinois 


THE ERIE ENAMELING COMPANY 


1403 W. 20TH ST. + ERIE, PENNSYLVANIA 
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AUTOMOTIVE 


Oil and Automotive Men 
Can Boost Safe Driving 


The automotive and petroleum in- 
dustries should share in the promotion 
of safer motor vehicle operation. So 
stated C. A. Chayne, vice president in 
charge of engineering, General Motors 
Corp., before the American Petroleum 
Institute’s Lubrication Committee 
meeting Nov. 11 in Chicago. 

Through the years the manufacturer 
has co-operated closely in providing 
complete information on recom- 
mended fuels and lubricants, Mr. 
Chayne declared. And the oil industry 
has performed creditably in dissemi- 
nating this information to company- 
operated and independent service 
stations. 

Because of the turnover in service 
personnel and other reasons which can 
be attributed to changing times, it is 
recommended that there be some fol- 
low-up to make certain that informa- 
tion on the vehicle manufacturer’s rec- 
ommendations is available and fol- 
lowed at all stations, Mr. Chayne said. 

The vehicles manufactured today 
are the safest ever built, but they still 
require occasional maintenance, in- 
spection and service, Mr. Chayne told 
the lube men. “Excellent opportunity 
is afforded during chassis lubrication— 
with a minimum of extra effort by the 
station employe—to check tires, steer- 
ing linkage, parking brake linkage, 
brake hoses and lines, and to report 
to the owner anything which might 
depreciate safe operation of the vehicle 
on the road.” 

Mr. Chayne continued: 

Brake Check—“When a vehicle is 
driven onto the lubrication rack, both 
the foot or service brake and the park- 
ing brake can be checked for reserve 
travel . . . and in not much more time 
than it takes to tell. If it is found that 
they need attention, the owner should 
be given a gentle word of caution. 

“All drivers know when brake-pedal 
reserve travel is running low, but some 
need a reminder or two before the 
brake system gets the needed attention. 
And some owners never use their park- 
ing brake; therefore, they do not know 
whether it requires maintenance atten- 
tion or not. Your lubrication men will 
have to tell them. 

Servicing Lights—“One more im- 
portant safety service which can be 
rendered to every filling station cus- 
tomer who stops for gasoline is to 
check his headlights, tail lights, stop 
lights and direction signals . . . to make 
sure they all light. 


“Better aiming of headlights is im- 
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portant for safer night driving. Where 
station facilities are adequate to make 
headlight aiming available, this should 
be done. Whenever a head lamp is re- 
placed, the headlight should be aimed, 
and all filling stations who sell head- 
lamps should supply aiming service— 
either by the simple screen method or 
by an aiming machine. Correct aiming 
will be even more important with the 
new headlamps equipped with im- 
proved lower beam, which are ex- 
pected to be ready for the market 
shortly. ...” 


FINANCIAL 


Oil Company Earnings 
Average 7.4% Increase 


Combined net earnings of 24 large 
U. S. oil companies for the first nine 
months of this year rose 7.4% over 
the same period last year, according 
to a NATIONAL PETROLEUM News tab- 
ulation. Gains were reported by 18 
of these companies, declines by six. 

Company-by-company comparisons 
follow: 


Ist9 mos. ist 9 mos. 
1953 1952 
(thou- (thou- % 
Companies sands) sands) 


Atlantic .....$ 33,011 $ 31,149 
Cities Service . 37,715 36,596 
Continental .. 31,163 27,995 
Deep Rock 1,024 407 
Gulf Oil 116,828 97,802 
Lion Oil ..... 7,449 7,528 
Mid-Continent 10,626 11,739 
Ohio Oil 33,024 30,425 
Phillips . 55,458 56,292 
*Plymouth Oil 6,744 7,150 
Pure Oil 18,518 20,195 
Richfield . 19,358 17,992 
81,480 62,656 


54,455(a) 

Skelly Oil .... J 19,855 
Socony- 

Vacuum 
S. O. Cali- 

fornia 
S. O. Indiana 
S. O. New 

Jersey 
S. O. Ohio 
Sunray Oil 
Texas Co. 
Tide Water 
Union Oil 


i 


-— 
Uae 


S360 A = 000 OO mm 
F DwruAUNsuawed 


_— Ww 
© wns 
wv aac 


133,000 121,000 


140,217(b) 130,364 
88,634 86,794 


nna 
ma 


415,000(c) 391,000 
14,198 12,667 
20,037(d) 18,572 
133,352 130,289 
27,043 24,828 
28,006 19,493 





+ FEHEt+ FH + FTHHI LL +) 1 +tt4+ 


Totals .. .$1,521,997 $1,417,250 


* Includes Republic Oil Refining. 

(a) Exclusive of special credit of $9,629,- 
784 resulting from sale of stock. (b) Includes 
non-recurring profit of $6,890,423 on stock 
sale. (c) Includes non-recurring profit from 
stock sale and tax refund applicable to prior 
years aggrregating about $15,000,000 after 
tax. (d) Includes non-recurring capital gain 
of $2,108,000. 


aaey.Ne 
Jobber’s Brief Asks 


Detroit Case Review 


A brief demanding that the “Detroit 
case” be returned to the Federal Trade 
Commission for rehearing has been 
filed by a Standard of Indiana jobber 
in Detroit. 

In a brief filed in the U. S. Circuit 
Court of Appeals in Chicago, the job- 
ber, Citrin-Kolb, said the present FTC 
decision works an extreme hardship 
on his operation. The brief points out 
that if the jobber continues to mer- 
chandise Standard of Indiana’s gasoline 
it must do so without compensation 
for its wholesale function on that 
amount it resells at service stations it 
may temporarily operate. 

Further, the jobber is placed in a 
competitive “strait-jacket” by being 
unable to defend (itself) against price 
cutting by competitors. It was also 
pointed out that there is a condition 
present in which Indiana Standard may 
decide not to sell jobbers. 

The alternative to this situation, the 
brief points out, is one where Citrin- 
Kolb would discontinue buying from 
Standard and take on a new supplier. 
This would amount to considerable 
loss to the jobber, both in good will 
and financially because of repainting 
of trucks, signs, stations and pumps. 
Additionally, says the brief, Citrin- 
Kolb stands to lose on service stations 
it has built to conform to Standard’s 
design and also it will probably lose 
customers. 


“Coolpen” Label Halted 
On Non-Pennsylvania Oil 


Use of the name “Coolpen,” or any 
other brand name containing a form 
of the word Pennsylvania, has been 
prohibited a New Jersey marketer in 
the sale of lubricating oils not wholly 
refined from Pennsylvania grade oil. 

Eldon E. Cooley of Frenchtown, 
N. J., was brought into the U. S. Dis- 
trict Court at Trenton by the Pennsyl- 
vania Grade Crude Oil Assn. and 
seven of its refiner members. They 
charged Mr. Cooley with marketing 
motor oil of non-Pennsylvania origin 
in cans bearing the “Coolpen” label. 
The cans allegedly bore other refer- 
ences to Pennsylvania oils and dis- 
played the association’s emblem, al- 
though Mr. Cooley no longer was li- 
censed by the association. 

However, the consent decision per- 
mitted him to dispose of his existing 
supply of containers bearing the “Cool- 
pen” label provided they are filled 
with lubricating oil refined wholly 
from Pennsylvania grade crude oil. 
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This Week 

Continental Oil Company 
Salutes An 

lowa Jobber 


Paul Matthias 
Matthias Oil Company, Denver, lowa 


The first service-station man Paul Matthias 
ever sold on Conoco was—Paul Matthias himself. 


Paul had worked as a farm laborer and had spent 
seven years in the mercantile business. When he 
went to work at a Conoco Service Station in Water- 
loo, Iowa, he was determined to be something more 
than merely a dispenser of petroleum products. He 
plugged hard at selling Conoco products and serv- 
ices. In so doing, he carefully observed a basic law of 
successful salesmanship; he sold himself on Conoco, 
first and foremost. 


“That wasn’t hard to do,” he states, “when I 
observed how customer satisfaction pays off in 
loyalty and steady patronage.” The satisfaction he 
noted stemmed not only from the performance of the 
products themselves, but from those “extras” avail- 
able only through Conoco dealers—such as the 


famous Conoco Touraide. That’s the personalized 
travel service tailored to fit each individual mo- 
torist’s own trip. 


Paul learned a good deal about Conoco and 
the company behind it. He discovered, for example, 
that millions of dollars are spent every year on 
advertising Conoco in national magazines, news- 
papers, farm papers—on outdoor billboards, radio 
and television. And he observed that the Conoco 
marketing staff was second to none in merchandising 
know-how and the desire to help both the dealer and 
the jobber—if and when that help was requested. 


Small wonder that by 1938, Paul Matthias signed up 
with Conoco as a jobber in Denver, Iowa, not far 
from his birthplace. In the 15 years that he has 
been a Conoco jobber, his farm accounts have risen 
to 150, from the original 25 with which he had 
started. In the past year alone he has gained 12 new 
lube-oil customers, which he attributes in great part 
to Conoco advertising, to Touraide, and the whole 
program of promotional and merchandising assist- 
ance he has received from the Conoco people. What’s 
more, he hasn’t forgotten those lessons he learned at 
the “pump island.” Prompt, friendly service, de- 
pendable products, fair treatment—these factors 
are still doing a first-rate selling job for him at the 
jobbing level as well as at his own service station 
in Denver. 
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In his own community, he takes the same vigorous, 
dedicated approach to civic affairs. He’s found the 
time not alone to be mayor of Denver, but the 
manager of the Denver baseball team for the past 
nine years. Active in his local American Legion Post 
(he’s a past commander), he also serves in the 
Commercial Club and in the Fire Department. 
(Used to be Fire Chief!) He and Mrs. Matthias are 
the parents of six fine children, and Mrs. Matthias 
still finds time to be almost as active in community 
affairs as her indefatigable husband. 


Continental Oil Company takes pride in salut- 
ing Paul Matthias, a hard-working, highly respected 
Iowan who staked his future on his belief in Conoco 
and in himself, and emerged a winner! Thanks to 
independent oil jobbers like him, America can 
stake a great deal of its future on the oil industry 
as a whole. 


And we’d like more oil jobbers like him. For 
information about a profitable jobbing contract, 
telephone or write to the Continental Oil Company 
office nearest you or to the general office, Ponca 
City, Oklahoma. If you are not within reach of 
Continental’s gasoline supply, we should be happy 
to give you information about the possibilities of 
increasing your profits by selling spectacular Conoco 
Super Metor Oil in any of the 48 states. 
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Why extra profits today 
mean a bigger business tomorrow 


for Shell Dealers with 


The (sieatest 


(Gasoline Development 
in 31 Years 


Since Shell Premium Gasoline with TC P* 
was introduced, the average Shell Dealer 


has seen 167 new customers each month:— 
local people, but new to the station and 
new to the brand. And that’s just a start! 


Not only are Shell Dealers selling a 
record number of new customers, but 
a very high percentage of these new 
customers are coming back for more 
and staying as regular customers— 
because Shell Premium with TCP is 


the first gasoline to give motorists 
a real reason for coming back. 


TCP is an outstanding example of 
the right product introduced at the 


right time for a retail team that makes 
success a habit. 


If you want to keep company with 
a fast-moving combination, get the 
facts on the Shell dealership. Find 
out for yourself why it is more profit- 
able to sell under the Shell brand. 
Call the Shell Oil Company office or 
the Shell Franchised Jobber nearest 
you. 











SHELL PREMIUM GASOLINE 


The Most Powerful Gasoline Your Car Can Use 


*The unique gasoline additive discovered by Shell Research. 
Trademark owned and patent applied for by Shell Oil Company 
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PUBLIC RELATIONS 


OllC Chairman Answers NPN Editorial 


In reply to the editorial, “If It Were Hitched Up Right It Could 


Pull the Load,” which ap 
Petroleum News, Stanton 


ared in the Oct. 28 issue of National 
Smith, 1953 chairman of the Oil Indus- 


try Information Committee, sent the following letter to Warren C. 
Platt, NPN’s editor and publisher. Mr. Platt’s letter of reply to Mr. 
Smith is also printed here. 


Members of the national Oil Indus- 
try Information Committee believe 
that on their behalf I should respond 
to your editorial: “If It Were Hitched 
Up Right It Could Pull the Load,” 
in your October 28 issue, and to your 
comment on the telegram of H. S. M. 
Burns in your November 4 issue. 

They feel that for me, as their 
chairman, to fail to make answer to 
your criticisms of the OIIC program 
could be interpreted as an acceptance 
on our part of the accuracy of your 
sweeping, unfavorable judgments of 
their efforts. They further feel that we 
owe to the thousands of oil men and 
women who organized and carried 
out the Oil Progress Week program 
some assurance that their effort was 
not fruitless. Finally, the national OIC 
members fear that silence on our part 
at this time could jeopardize the future 
progress of this vitally important oil 
industry undertaking. 

I share fully these feelings, but here 
I am expressing not only my personal 
reactions but those of a fine, hard- 
working group of public relations men, 
along with a number of operating oil 
men, who, many now for some eight 
years, have given unsefishly of their 
time, without regard to hours, week- 
ends, or holidays, and of their talent 
to promote better public understanding 
and acceptance of our privately man- 
aged, competitive industry as serving 
the best interests of the American peo- 
ple. They deserve something more, I 
believe, than disparagement and efforts 
based on trivia to ridicule them. 

A Jobber Speaking—I can be par- 
doned for saying these things because 
I am not by profession a public rela- 
tions practioner, but a jobber who has 
had the opportunity to work closely 
with this group over the last six years 
and to understand many of the diffi- 
culties this program has encountered. 

These men have no objections what- 
ever to constructive criticism of their 
work. They welcome it. Indeed, they 
have been, over the years, the severest 
critics the OIIC program has had, as 
you well know from attendance at 
their meetings. But their criticism al- 
ways has been specific, grounded on 
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facts, and designed to improve the 
effectiveness of this undertaking. 

These men know that there have 
been things wrong with the OIIC pro- 
gram that far transcend whether a 
horse in a piece of impressionistic, 
decorative artwork is properly hitched, 
or whether grandpa wore boots or 
laced shoes. They have worked to cor- 
rect the important things that are 
wrong, and in good part they have 
been successful, as Messrs. Burns and 
Stambaugh have given testimony in 
their telegrams to you. 

The Only Medium—OlIIC is the 
only instrumentality that the oil indus- 
try has to do a job that we all agree 
needs to be done. If it is crippled or 
destroyed by unjustified, uninformed 
criticism, it is highly doubtful that an 
alternate undertaking could be launch- 
ed during our lifetimes. This is a grim 
prospect to contemplate. 

In your editorial in the October 28 
issue you say “a few top leaders of 
the oil industry seem to have done a 
good job this past Oil Progress Week,” 
but you question whether the meetings 
they addressed were well attended, and 
you go on t& say: “and that, pretty 
much is the crux of the API’s whole 
public relations program.” 

And that, we may say, is the crux 
of your editorial and the basis for 
our dissent to it. Not a few, but a 
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great many “top leaders of the oil in- 
dustry” during this past Oil Progress 
Week did excellent jobs speaking of 
the industry’s progress. To name them 
all would unduly lengthen this letter, 
but if you want the complete list for 
publication, OIIC headquarters will 
supply it to you. 

What is more, the meetings ad- 
dressed by these men, from Coast to 
Coast and from Canada to Mexico, 
were attended in the aggregate by 
thousands of listeners. Many of these 
were non-oil people, including edu- 
cators, clergymen, government officials, 
civic leaders; in fact, people from all 
walks of life. 

The messages delivered by these 
speakers were reported in hundreds 
of newspapers and in radio and TV 
broadcasts in many instances. During 
Oil Progress Week, newspapers in all 
parts of the nation published editorials 
praising this activity, its objectives and 
the progress and services rendered by 
the oil industry. 

Other Activities—Excellent as was 
the job done, and the public attention 
received by many top leaders of the 
oil industry, their efforts constituted 
but a part of the Oil Progress Week 
activity. Across the land, literally thou- 
sands of meetings of on¢ kind or an- 
other were held during Oil Progress 
Week to hear talks by oil men and 
others not “top leaders;” to see screen- 
ings of the OIC motion pictures— 
American Frontier, Man On the Land, 
Twenty-four Hours of Progress, and 
others; to witness presentations of the 
“Magic Barrel” petrochemical story; 
to view oil exhibits of all kinds; to visit 
oil installations, such as pumping sta- 
tions, refineries, bulk terminals, serv- 
ice stations. 

Those who attended such events 
again were by the thousands—edu- 
cators, teachers, college and high- 
school students, clergymen, editors and 
writers, federal, state and local gov- 
ernment officials, civic and community 
leaders in such organizations as Ro- 
tary, Kiwanis, Lions, and Exchange 
Clubs, Chambers of Commerce, the 
American Legion, Veterans of Foreign 
Wars, farm groups, school boards, 
churchmen’s clubs and women’s clubs. 

In scores of places, high school stu- 
dents became “Oil Men for a Day,” 
getting direct contact with and inspira- 
tion from units of the oil business and 
carrying back what they had learned 
to narrate to their fellow students. 
Teachers by the hundreds toured re- 
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fineries and other installations, seeing 
(for the first time in many cases) how 
a great American industry actually 
operates. 


Oil Literature—Hundreds of thou- 
sands of pieces of OIIC literature were 
distributed to schools, community 
leaders, to oil company employes and 
customers, bringing requests for addi- 
tional copies for classroom use and 
for friends. 


Marketers, large and small, jobbers 
and distributors, as well as supplying 
companies, during the month of Octo- 
ber turned over 2,700 of their choice 
billboards for posting of the OIIC 
lithographed sheet: “Oil... At Your 
Service,” emphasizing the unity of this 
industry behind that slogan. 


In every state in the Union, radio 
and TV stations, during every day 
of Oil Progress Week, broadcast 
speeches, messages and dramatizations 
heralding the industry’s progress and 
service. Reports to date indicate that 
oil companies and organizations, large 
and small—jobbers, dealers, producers 
and supplier companies — during Oil 
Progress Week bought newspaper and 
periodical advertising space that cost 
substantially more than $1,000,000 for 
disseminating the Oil Progress Week 
messages On conservation, competition 
and progress in better serving the 
American people. 


Local Efforts—As another example, 
most of the dealers in Houston, Tex., 
participated in a city-wide program to 
bring to the attention of their custom- 
ers the many ways in which service 
stations today benefit the motoring 
public in addition to providing them 
with quality products at prices, ex tax, 
no higher than prevailed in 1925. 

In the very issue of NATIONAL PE- 
TROLEUM News containing your edi- 
torial there appeared a report (pages 
20 to 22) of the Oil Progress Week 
activities in Reading and Berks Coun- 
ty, Pa. It merits reading as a fine ex- 
ample of a well-developed Oil Progress 
Week program, but what happened 
there was by no means unique. Such 
activities had their counterpart in 
hundreds of communities across the 
country, as further indicated by the 
highlight summary report on activities 
in the Great Lakes District by Leonard 
Castle in your issue of October 21, 
the week previous to your editorial. 

The members of the national OIIC 
know that such activities are effective 
in winning better understanding of the 
oil industry because a year ago they 
engaged the Bureau of Applied Social 
Research of Columbia University to 
survey the results of the 1952 Oil 
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Progress Week in Springfield, Mo. This 
impartial, scientific research organi- 
zation found conclusively that concen- 
trated activities such as were under- 
taken at Springfield not only add to 
people’s information about the indus- 
try but will improve and strengthen 
favorable attitudes about the services 
rendered by oil people. 

But even all of this, impressive as 
it is to those who objectively examine 
what has happened during Oil Prog- 
ress Week, is by no means the entire 
story of the OIIC program and the 
API public relations efforts. 


Year-Around Drive—During the 
other 51 weeks of the year, OIIC never 
lets down in its efforts to win under- 
standing friends and supporters of the 
oil industry. These activities will be 
found set forth in great detail in the 
quarterly reports of the Executive Di- 
rector, in the annual reports of OTIC, 
in statements by the Chairman of the 
Public Relations Committee of the 
API Board of Directors, and in the 
booklet prepared for submission to the 
current annual meeting of the Ameri- 
can Petroleum Institute. All of those 
are available to you for the asking, as 
they are to any one else who is inter- 
ested. 


Several of these activities, however, 
deserve brief mention here, in the 
light of your editorial. In the first 
place, OIIC has established field offices 
and representatives throughout the 
country, divided for purposes of effi- 
cient adminstration into 11 districts. 
The work of these field representatives 
is devoted, 52 weeks a year, to organ- 
izing oil men and women from all 
segments of the industry into OIIC 
committees and stimulating the devel- 
opment of activities to promote the 
program’s objective. This has been a 
tough job. Nevertheless, in every state, 
and in every county and sizable com- 
munity in most states, there are organ- 
ized OIIC groups working with daily 
and weekly newspaper editors, with 
teachers, service clubs, farm and wo- 
men’s groups, telling the story of the 
services rendered to the people of these 
communities by those in the oil busi- 
ness. 

These men and women are equipped 
with factual information, with litera- 
ture, with motion pictures, and with 
specially prepared school materials. 
The OIIC motion pictures have been 
hailed, not only in this country, but 
abroad, as among the best industrial 
documentary film stories produced 
anywhere. And they are being seen by 
millions of people: 750 prints of the 
latest, American Frontier, already have 


been purchased by oil companies and 
organizations; several million persons 
saw this film in the last six weeks since 
its release; in the first eight months of 
this year nearly 3,500,000 persons saw 
14,088 professional theatrical show- 
ings of Man On The Land. In the 
same period, some 4,500,000 persons 
saw 16,881 theatrical showings of 24 
Hours of Progress. In the same period, 
the field organization arranged 9,581 
showings of OIIC films viewed by 
approximately 1,300,000 persons in 
addition to many other showings, such 
as the fact that the Philadelphia visual 
educational school authorities kept 10 
prints of Man On The Land in con- 
stant use during the last school year. 


The School Program—The OIIC 
high school program has won the 
praise of outstanding educators every- 
where. Opinion Research Corporation 
has tested the adaquacy and usefulness 
of the OIIC material. Only the recruit- 
ing of the necessary oil manpower 
that can give adequate time for the 
proper handling of the program pre- 
vents meeting the increasing demand 
for it from educators. In the last school 
year it was made available for 750,000 
students; in the current school year 
for 1,300,000. As things are going, the 
program will be extended in another 
two years or so to twice that number 
of students. Hundreds of oil men and 
women have established contacts with 
high school teachers in their communi- 
ties and regularly are supplying them 
with OIIC films and speakers, and are 
arranging teacher and student visits to 
oil installations as well as providing 
their students with the high school 
series booklets. 


OC Advertising—For the last 
several years, the OIIC has engaged in 
a national advertising campaign that 
has scored high for institutional or 
public relations advertising, dissemi- 
nating by this means some 450,000,000 
messages to mass audiences across this 
nation this year. But you particularly 
singled out the OIIC advertising for 
criticism. OI[C members will not quar- 
rel with you if you do not like this 
advertising; some of them are also 
critical of that effort. 

Advertising is an activity about 
which apparently everyone has an 
opinion, and it seems impossible to 
please everyone. The facts are that 
many people—including many who 
work in that field—regard the OIIC 
advertising as well done, even though 
some other people—including some 
who work in that field—do not like it; 
the OLIC campaign was lauded by the 
Saturday Review Committee as an 
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U-S°S COR-TEN HIGH STRENGTH STEEL 
used to create new tanker bulkhead 


NE of the big features of this 
new Heil petroleum transport 
is the triple-dish design of its bulk- 
heads and compartment heads. Three 
deep-dished contours, separated by 
vertical straight edge surfaces are 
formed into each head. Welded box- 
section reinforcing channels combine 
to make an extremely strong unit. 
And just as they have so many 
times in the past, The Heil Company 
used U-S’S Cor-Ten High Strength 
Steel for these new parts. They found 
that Cor-TEn steel provides a high 
degree of resiliency and maximum 
strength with minimum weight. 


Heil was one of the first manufac- 
turers to recognize the advantages of 
this steel in building lighter, more 
profitable tankers. For years, Heil 
engineers have used it in thousands 
of vehicles... tankers, dump truck 
bodies, coal trailers, sanitation 
bodies, etc. . . . equipment that makes 
more money, because it costs less to 
operate and maintain. 

Cor-TEN steel construction costs 
very little extra, because in reducing 
weight, less steel is needed. By using 
Cor-TEN steel, which has a 50% 
higher yield point than carbon steel, 
structural sections can be made up 
to one-third lighter without any re- 
duction in strength. In the truck and 
trailer tank field, this advantage can 
be utilized in two ways: 


A COR-TEN steel tank can be built 
te a certain capacity. This means 
it‘Will weigh many pounds less than 
if it had been built of plain steel. 


Or, it can be built to a certain 
over-all weight. This means its ca- 
pacity will be greater... it will 
hold many more gallons than a unit 
of the same weight built of plain 
steel. 


Frequently, of course, weight can 
be reduced somewhat and capacity 
increased at the same time. 

Get these important advantages 
in your equipment. Our engineers 
will be glad to show you how you 
can make your tankers more effi- 
cient and more profitable by using 
U-S’S Cor-TEn High Strength Steel. 


UNITED STATES STEEL CORPORATION, PITTSBURGH - AMERICAN STEEL & WIRE DIVISION, CLEVELAND - COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


WATIOWAL TUBE DIVISION, PITTSBURGH - 


UNITED STATES STEEL EXPORT COMPANY, HEW YORK 


TENNESSEE COAL & ROW DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


U- ‘S- S COR-TEN High Strength STEEL 
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ALL HANDS ARE “SKILLED HANDS” 


-" ANSUL 
DRY CHEMICAL 


FIRE EXTINGUISHING EQUIPMENT 


With Ansul Extinguishers near-expert results are obtained by inex- 
perienced operators. In fact, all Ansul Extinguishers are designed 
to provide a maximum of extinguishing effectiveness in the hands 
of inexperienced personnel. 


This feature, plus benefits listed below, account for the outstanding 


preference for Ansul Equipment by fire protection men in all phases 
of industry the world over. 


1 Water-tight construction through- 





Send for File No. A-107. You will 
feceive a variety of helpful printed 
matter. Included is our latest catalog 
which describes Ansul Extinguishers of 


out. 
Easy on-the-spot Recharging (No 
tools needed.) 


Quick, positive puncture oper- 
ation. 

Special cartridge guard protects 
cartridge . . . rugged construc- 


Ansul “PLUS-FIFTY” Dry Chem- 
ical used exclusively. 


Corrosion resistant construction 
throughout. 


Greater fire-stopping power. 


Field tested by thousands of sat- 
isfied customers. 


all sizes — from the small Ansul Model 4 to 
Ansul Piped Systems and Ansul 2000 Ib. Sta- 
tionary Units. 


tion throughout. 


ANSUL 
Chemical Company 


FIRE EQUIPMENT DIVISION © MARINETTE, WISCONSIN 


MANUFACTURERS OF DRY CHEMICAL FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES. 
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OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 
IN THE U. S. A., CANADA AND OTHER COUNTRIES 
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example of the “best public interest 
advertising of 1952.” (See America; 
Miracle at Work); the OJ'C advertise- 
ments, subjected monthly to the 
Gallup-Robinson Impact surveys, rate 
above the average of such advertising 
appearing in Life and The Saturday 
Evening Post. 

Nor have these advertisements been 
devoted to singling out actions of the 
large integrated companies for praise, 
as your editorial intimates. OIIC is 
not interested in singling out any seg- 
ment of the industry for any purpose. 
The committee has sought to draw 
from the activities of all segments of 
the industry advertising copy material 
that illustrates its objective, whether 
that be the risk that needs to be taken 
in drilling wells to keep this country 
adequately supplied with oil, or the 
story of gil’s open door of opportunity, 
whereby an individual by intelligent 
work can build a succesful jobbing 
business, or a comparison of American 
service stations with those in Russia. 
Incidentally, OITC has never published 
any advertisement, as you say it has, 
devoted to “the deepest wells,” or “the 
largest tankers,” or the “biggest re- 
fineries.” 

Even though the OIIC advertising 
has a rating above that for public 
relations advertising of many other 
associations and of many large com- 
panies in other industries, the Com- 
mittee is striving to improve its ef- 
fectiveness. In this endeavor OIIC 
has the guidance and assistance of a 
group of top advertising managers of 
the oil industry. These men are doing 
their best, and they welcome helpful, 
specific, suggestions from all sources. 
But the approach must be for the 
overall industry benefit, not singling 
out any group for praise nor in de- 
fense of the activities of any segment 
of the industry. 

Your editorial created the impres- 
sion among some of its readers that 
you criticized the OIIC for failing 
to devote its advertising efforts to 
a defense of the oil companies which 
have been accused of cartel activities 
by the Justice Department. I am not 
sure you intendended to aim that 
criticism at OIIC, but since some 
think so, a word of comment is re- 
quired here. 

OIIC was not established to defend 
any unit of the industry, neither big 
nor little. Its support comes from the 
entire industry and the organization 
cannot be used in behalf of any one 
group. The companies charged with 
alieged cartel activities seem to be 
well able to take care of themselves. 
The objective of OIIC is to get in- 
creased public understanding of how 
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America’s privately managed, com- 
petitive oil business as a whole serves 
the best interests of the people of 
the United States. This is the only 
job OIIC is trying to do. 

Jobbers’ Attitudes—Now a word 
as to your contentions regarding al- 
leged jobber dissatisfaction with the 
program. It is true that a number of 
jobbers have been indifferent to the 
program, they are not hostile; they 
are apathetic. Several local jobber 
groups, however, have so misunder- 
stood the objective of the program 
as to attempt to make settlements of 
trade problems with suppliers their 
price for participation. OIIC can have 
no part in such proposals. 


But a great many thousand jobbers 
have participated in this program, and 
have made valuable contributions not 
only to its execution but to its plan- 
ning. For demonstration of that truth, 
one need not do more than examine 
what happened during the last Oil 
Progress Week. In response to Na- 
tional Petroleum News’ request, the 
OIIC staff several weeks ago prepared 
and sent to your offices a detailed 
report on the growing jobber parti- 
cipation in the program for publica- 
tion whenever your associates desire. 
Since your editorial appeared the Na- 
tional Oil Jobbers Council, the recog- 
nized trade organization of that seg- 
ment of the industry, endorsed the 





Here’s a quality pump de- 
signed especially for consumer custo- 
mers, and it fits their needs — and 
yours—like a glove. Its modest price 
seems even lower when compared — 
with the cost of maintaining obsolete 
pumps for consumers’ use. And it’s 
wonderful for increasing sales and 
building customer relations. Hand- 
some, quiet, dependable, it’s the pride 
and joy of every man who has one, 
and the envy of his neighbors. Call 
your Tokheim representative today! 


Write for bulletin! 





Check these features 
Weather resisting finish— Ya HP motor 
—only 39” high — delivers approxi- 
mately 10 gallons per minute — built-in 
check valve and by-pass valve — 
meter is optional —easily installed—ap- 
proved by Underwriters’ Laboratories. 
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FOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT SINCE 1901 


1850 WABASH AVENUE 
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OIIC program, while urging increased 
provision for local participation. 

In your comment on Mr. Burns’ 
telegram in your November 4 issue, 
you say “NPN has, for a score or 
more of years, urged the great need 
for an effective public relations cam- 
paign” and that your “criticism today 
is solely with the route—the means— 
whereby the Oil Industry Information 
Committee has been seeking the ob- 
jective of such a campaign.” You add 
that “OIIC has got to change its 
course” and that “they could do a 
still better job—one that would more 
quickly and more surely get the in- 
dustry to where it wants to be” if 
the program were, as you say, “hitched 
up” in some different manner. 

OIIC has been and continues work- 
ing to do “a better job” and it wel- 
comes constructive suggestions from 
every quarter. If you have some spe- 
cific ideas as to how the program 
can be “hitched up” better to do “a 
better job,” OIIC would like to have 
them. 

I regret the very lengthy nature of 
this letter, but general accusations 
cannot adequately be answered briefly. 
We would like to have dismissed your 
criticism by saying “not guilty,” but 
that would be neither convincing nor 
fair to you and the many thousand 
men and women deeply interested 
in this program. You and they are 
entitled to hear in some detail the 
answer to your criticisms. This I have 
tried to do. 





Stanton K. Smith 


Following is Mr. Platt’s letter 
replying to Mr. Smith’s com- 
ments on the NPN editorial. 


Thank you very much for your 
extensive letter commenting on our 
editorial, “If It Were Hitched Up 
Right It Could Pull the Load,” but, 
more importantly, describing in most 
interesting detail the scope of the 
effort of the Oil Industry Information 
Committee. It is the most complete 
statement I have seen of the current 
activities of the OIIC. As such, it 
should be widely read in the oil 
industry. 

I should like to emphasize a point 
that seems to have been misunder- 
stood by some members of your com- 
mittee. NATIONAL PETROLEUM NEWS 
has never been a critic of the objectives 
of the OIIC, or a critic of the idea 
of having an OIIC to achieve those 
objectives. We feel strongly that the 
oil industry needs a co-operative effort 
to state its case strongly before . the 
public in terms and in places that will 
correct misunderstandings of the in- 
dustry’s operations and accomplish- 
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ments. We think the OIIC activity 
should be expanded. 

To be sure, we have sometimes 
been critical of parts of the campaign. 
But I think you will agree, not only 
on the basis of what we have pub- 
lished, but from conversations with 
you personally, that the intent of these 
criticisms has been constructive. We 
have tried to state them vigorously to 
make them most valuable in produc- 
ing action. Vigorous criticism is bound 
to bring dissent. But we think the dis- 
cussion thus encouraged within the 
industry is a healthful influence in 
bringing about a frequent reappraisal 
of the public relations program. 

We think, too, that there are many 
evidences that we have been quite 
specific in our constructive criticisms. 
Because your letter came to me at 
7 o’clock Monday evening in Chicago, 
I have not had an opportunityy to go 
back through our files in Cleveland 
to assemble a list of these specific 
suggestions and the dates on which 
they were made. But I can recall a 
few that will illustrate my points: 

1. That the primary emphasis of 
the OIIC program should be to tell 
the story of competition in the in- 
dustry to disprove repeated charges 
of monopoly. I am happy to learn 
that a major part of next year’s theme 
will be this subject. 

2. That the OLIC program should 
illustrate the extent as well as the 
intensity of competition in the oil 
industry by using reports of the gaso- 
line tax returns in typical localities 
to show how gallonage is split up 
among the Independent jobbers and 
major companies. There are many 
ways to do this and we have made 
the suggestion repeatedly, with details 
of how it could be carried out. 


3. That a “road show” carry the 
industry’s story into communities 
across the country, with trained speak- 
ers, with pictures, and with exhibits 
dramatizing the industry’s accomplish- 
ments, its problems, and its answers 
to its political critics; that this be 
supported by national and local ad- 
vertising. I am happy to read in the 
OIC report of Nov. 9, 1953 that 
“careful study is being given to the 
development of an ‘Oil Caravan’ to 
take the story of the industry to local 
audiences throughout the country.” 

4. That the vital part of the Inde- 
pendent jobber in oil marketing be 
described in national advertising. This 
specific suggestion was adopted to a 
certain extent by the OIIC. 

5. That lawyers in the oil industry 
be enlisted fo give their opinions of 
the major issues the industry might 
be called on to fight in court and be- 


fore Congressional committees and 
that the OIIC then tune up its pro- 
gram to spread information on these 
issues. 

The list could be extended, of 
course. But I do not want to foster 
a myth that we have had any monop- 
oly on ideas for the OIIC. I simply 
want to make the point that we have 
made many specific and constructive 
suggestions, and will try to be alert 
to make them in the future. 

Best wishes for a hard-hitting and 
effective OIIC program. 


Warren C. Platt 


P.S. You are correct in your own 
understanding of the Oct. 28 editorial 
that we did not urge advertising by 
OIIC on behalf of the oil companies 
that have been accused of cartel ac- 
tivities by the Justice Department. 
We said: “The international oil com- 
panies could be spreading their indi- 
vidual stories—or if they wish their 
collective story—in full page news- 
paper advertisements in a dozen or 
so important papers of the coun- 
try .. . ” Obviously, since the subject 
of the sentence was the “international 
oil companies,” “their collective story” 
referred to the admirable answers 
made to the Government by the at- 
torneys for the accused companies. 


... in brief 


Honorary Directors— For the first 
time, the American Petroleum Institute 
has named honorary members to its 
board of directors. At its recent Chi- 
cago convention, eleven men who had 
retired from the board after 10 years 
or more of service were made honor- 
ary members of the API board of di- 
rectors. They are: 

H. D. Collier, Standard Oil of Cali- 
fornia; J. Frank Drake, Gulf Oil; Wirt 
Franklin, Oklahoma City; Alexander 
Fraser, Shell Oil; H. T. Klein, The 
Texas Co.; J. Howard Pew, Sun Oil; 
W. S. S. Rodgers, The Texas Co.; W. 
C. Teagle, Jersey Standard; O. D. 
Donnell, Ohio Oil; Robert H. Colley, 
Atlantic Refining; and John R. Suman, 
Jersey Standard. 

The board’s by-laws were amended 
earlier in the year to clear the way for 
this action. 


Wins Rose Bowl Trip—Harold John- 
son, Continental Oil Co. service sta- 
tion dealer in Denver, was awarded an 
all-expense trip to the next Rose Bowl 
game as first prize in the Oil Progress 
Week service station decoration con- 
test sponsored by the Rocky Mountain 
District of the Oil Industry Informa- 
tion Committee. 
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No Special Foundation 


Bolt It Down... 
Its Ready to Run 


Pumping costs hit rock bottom 
when you use Allis-Chalmers close- 
coupled pumps. Installation costs are 
low. You can mount them anywhere 
. . . indoors or outside . . . without a 
special foundation. You need only 
four bolts plus electrical and pipe 
connections. 

Alignment is perfect and permanent 
because the heavy cast-iron support- 
ing adapter rigidly supports pump 
and motor. Pump and motor are on 
the same shaft. 

Maintenance is easy because there 
is plenty of room to get at packing. 
Best of all, the unit is complete: there 
is nothing else to buy. 


Texrope and Vari-Pitch ore Allis-Chaimers trademarks. 


ALLIS-CHALMERS 


Unit Responsibility for 
Added Dependability 
Motor and pump are designed, built, 
and assembled in one plant under 
single supervision. They are built to 
work together. Every pump is tested 

at the factory. 

You can get useful application help 
from an Allis-Chalmers pump repre- 
sentative. He will help you choose 
exactly the right pump for your job. 

Talk over your pump needs with 
your nearby Allis-Chalmers Author- 
ized Distributor or Sales Representa- 
tive. Or write Allis-Chalmers, Mil- 
waukee 1, Wis., for Bulletin 52B6083. 

A-4203 
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Applied... 
Serviced... 


by Allis-Chaimers Authorized Deolers, 
Certified Service Shops ond Soles Offices 
throughout the country. 


MOTORS — % to 
25,000 hp ond up. 
All types. 


CONTROL — Manvel, 
magnetic and combina- 
tion starters; push but- 
ton stations and compo- 
nents for complete con- 
trol systems. 


TEXROPE — Belts in 
oll sizes and sections, 
stonderd and Veri- 
Pitch sheaves, speed 
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WORKING WITH DEALERS helps Red Dot teach them whe 


oo 
Spscate 


re sales can be made. That's how. . . 


Jobber Sets Sights on More Tire Sales 


In five years the Red Dot Oil Co. has pushed tire volume up 
15%, to about $375,000. But officials of this Denver, Colo., jobber- 


ship aren’t satisfied. 


Recently they decided the time had come to shake-up their sell- 
ing system for both Fisk tires and the 70-tire-a-day output of their 


recap plant. 


Although Red Dot Oil Co. is one 
of the largest Fisk tire distributors 
in the Rocky Mountain area, its man- 
agement recently decided its tire sell- 
ing program had not kept pace with 
the system that last year enabled 
them to sell nearly 23,000,000 gal. 
of liquid petroleum products. 

As a matter of fact, the company 
thought its entire TBA marketing pro- 
gram could be improved, but tires 
seemed to deserve first attention. 

“We're going to build up our TBA,” 
stated Orin J. Abbott, Red Dot presi- 
dent. “They're good profit items and 
fit in well with a jobbing set-up. The 
long margin on tires, for instance, 
works with the slim gasoline margin.” 

“We still have a long pull. But 
we're going to get there,” he added. 

TBA Truck and Salesman—Among 
the first steps the company is taking 
is the acquisition of a TBA truck 
and the hiring of a regular TBA 
driver-salesman. Heretofore, the five 
regular company salesmen sold tires, 
batteries and accessory items along 
with liquid petroleum products. The 
new salesman will sell TBA exclusive- 


30 


ly, providing supplemental coverage 
in the five sales areas. He will have 
special responsibility for drumming 
up new business in retail outlets. 

The TBA van will display no identi- 
fication or advertising. That way, the 
Red Dot salesman will make calls at 
other stations without onlookers being 
able to distinguish it from the other 
anonymous “pie-wagons” which work 
the Denver market. 

Mr. Abbott is getting the TBA van 
in the belief that it will be able to 
do a specialized selling job and will 
make extra sales because it can pro- 
vide supplies on the spot. 

Avoiding Friction — The regular 
salesmen will receive a bonus on 
everything sold from the TBA truck 
in their areas. This gives the regular 
salesmen incentive to co-operate in- 
stead of resenting the presence of 
other salesmen in their territories. 

As in many other cities, “pie wag- 
ons” in Denver offer severe compe- 
tition to petroleum distributors. 

“We haven't developed the amount 
of TBA business that we should have 
from the retail outlets,” said Mr. Ab- 


bott. “That’s the reason we are put- 
ting on this van.” 

Duplication Eliminated — Three 
commercial tire salesmen attached to 
the Red Dot’s retread plant have been 
calling on all accounts including the 
service stations. Regular salesmen put 
in a pitch for tires, too, so there was 
no clear-cut separation. 


Now, however, the three retread 
tire salesmen will call only on com- 
mercial and fleet accounts while sta- 
tions will be serviced by the TBA 
salesman and the regular salesmen, 
eliminating the overlap. 

Red Dot also plans to expand tire 
sales by establishing Fisk tire dealers 
in other Colorado cities, Mr. Abbott 
said. But details haven’t been worked 
out yet. 

Promotion Tools—One of the fea- 
tures of the Red Dot marketing or- 
ganization is a daily sales meeting 
conducted by W. R. (Bob) White, 
vice president in charge of sales. Tire 
selling is one of the topics discussed 
at these sessions, and this three-point 
plan has been worked out to push 
sales: 

—All salesmen and the service sta- 
tion supervisor are expected to work 
closely with the dealers. 

—An extensive advertising cam- 
paign was launched November 1, 
using newspapers, TV and radio. 

—In addition to this, educational 
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RECAP PLANT supplements Red Dot's 


marketing program for new Fisk tires. 


Clean floor and well-placed tire racks point up plant’s neatness 


programs are being conducted for 
dealers and salesmen every two 
months. Fisk representatives are al- 
ways on hand at those programs con- 
tributing both sales and product in- 
formation. 


Assisting Operators—Like dealers 
elsewhere, Red Dot finds that some 
dealers are good tire merchandisers 
while the others make little effort to 
sell. Of the 67 stations Red Dot serves, 
the operators at 25 are classified as 
excellent tire merchandisers. Red Dot 
concentrates its assistance on the 
others. 

The salesmen help dealers with tire 
displays, encourage them to make 
frequent display changes and search 
for new ideas to make displays more 
attractive. 

Recap Sales—Recaps play an im- 
portant part in Red Dot’s tire pro- 
gram. The company has a 10-mold 
recap plant that produces about 70 
tires a day (55 passenger car and 15 


its own name batteries (Red Dot), 
which are manufactured for them by 
Moore Battery Co., Denver. All types 
are offered, and two types of guaran- 
tees are given—12 months and 24 
months. 

Red Dot expects to increase its 
variety of accessories gradually when 
the TBA van gets into operation. In 
the past it has limited accessories to 
a few popular items. 


Own Antifreeze—As an example of 
the company’s enterprise, it has just 
brought out its own brand of anti- 
freeze, called “Cold Check,” and it is 
already selling well. A carload had 
been disposed of by Oct. 1, before the 
cold season started. 

Reason for the special dealer sales 
effort is simple. The dealer gets a 
bigger margin than he does on other 
antifreezes. 


in brief 


Harold H. Vis- 
cher has been 
promoted to man- 
ager of passenger 
tire sales for the 
Firestone Tire & 
Rubber Co. Start- 
ing with the com- 
pany in 1937, he 
has been a service 
representative in 
Indianapolis, serv- 
ice manager of 
the Minneapolis district and sales and 
staff assistant in the Akron home office 
service department. Since 1952 he has 
been manager of truck tire sales for 
the Boston district. 


H. H. Vischer 


R. G. Waddell, formerly an engineer 
with the Firestone Tire & Rubber Co., 
has joined Dill Manufacturing Co., 
Cleveland, as eastern representative. 





EVER-TITE 


eT fa a Meltlolilatey- 


Speed deliveries— prevent leakage—save spill- 


age—by usin 


EVER-TITE Couplings. They give 
a quick, sealed connection that stays tight. And 
their durable bronze construction gives years of de- 
pendable service. 


There’s an EVER-TITE for every need—with EVER- 
TITE quality throughout. Ask your distributor now. 


sii: 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 


truck). 

Red Dot has equipped its recap 
shop with the latest type matrices, 
so it can turn out good-looking tires 
—both top and full. That is a fea- 
ture it exploits in its recap sales. 

Usually a three-week retread sales 
push is conducted at the service sta- 
tions in June. Full dealer co-operation 
is a vital part of this campaign. 

Balanced Program—While Red Dot 
has keen interest in the tire program 
it hopes to build a well-balanced pro- 
gram on all TBA items. It exploits 
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UNEXCELLED SAFETY FOR YOUR 
CUSTOMERS. ..UNEXCELLED SALES 
OPPORTUNITIES FOR YOU! 


The Hood Safety-Seal “400” is a hew and differ- 
ent kind of premium tire with so much customer 
appeal at a down-to-earth price that you can use 
it as a “leader” to stimulate sales. But, unlike the 
usual “price leaders”, the Safety-Seal “400” is a 
big profit builder. 


It offers your customers unequalled protection 
against all three tire hazards . . . blowouts, punc- 
tures and skidding. Its patented inner liner, the 
Blowout Shield, only permits air to escape slow- 
ly when the tire is damaged...lets the car down 
easily and safely. The Puncture Guard Sealant 
of the Safety-Seal “400” seals punctures. A new- 
type tread that features molded Safety Grip Blocks 
gives extra resistance to skidding. All of these 
advantages are those that tire buyers need and 
want... make this great tire easy for you to sell 
at a firm price without shaving away your profit. 

More than 10 years of research, development 
and user testing are behind this all-new Hood 
tire. Beyond a doubt it is truly the tire of the 
future . . . and it is available to you with the 
Hood Franchise. 


NO TUBE TO GO FLAT 4 NO TUBE TO BLOW OUT 


The puncture-sealing feature of The Tire ; = Blowouts due to bruises are a thing 
that Needs No Tube means protection ; ee | of the past with the Hood Safety-Seal 
against troublesome, dangerous flats. i \ "400" because it eliminates their chief 
Customers can be shown how the : ¥"/ cause... the inner tube. Customers 
Puncture Guard works with an actual ‘ can be shown the Blowout Shield 
cross-section in Hood's Safety-Seal “ of the Safety-Seal “400”. 
demonstration kit. It's a real sales clincher. They'll want this extra protection. 
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NEW HOOD TUBELESS TIRE 
IS IMPORTANT NEWS 
FOR ALL TBA MARKETERS! 


Hood now offers oil companies a new, revolutionary 


type of tire that can supply a tremendous lift to your 
TBA program. The all-new Hood Safety-Seal “400” 
offers the motoring public the ultimate in tire safety 
-.. will stimulate sales and increase TBA profits for 
you and your retailers. 


This money-making new tire is just one of the 
many advantages of a franchise that is tailor-made 
for petroleum marketers. Look at these major 
features of the Hood franchise: 

44) 





BUILT-IN SKID PROTECTION 


Molded into the four outside ribs ore 
hundreds of Safety Grip Blocks. When 
brakes are applied, these extra biting 
edges grip the road for fast straight-line 
stops. On wet roads, four zig-zag _ 
center bars provide a dry-wiped 
gripping surface. 
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Quality Line, Complete Line 


Hood Tires are good tires. And 
the line is complete .. . passenger 
car, truck and farm tires in a wide 
range of types and sizes. 


Protected Territory 


With Hood the business you build 
is your own. You have your own 
protected territory with freedom 
from competition on your own 
merchandise. 


Complete Selling Helps 


Hood has prepared an unprece- 
dented array of all-new sales 
promotion and service training 
tools to help you merchandise the 
new Safety-Seal “400”. These 
include motion picture and sound- 
slide films, demonstration kits, 
literature, display packages, etc. 

. all prepared especially for 
oil company use. 


Business-Building Assistance 


Hood backs you and helps you 
with year ‘round merchandising and 
advertising efforts that build your 
business. Includes seasonal display 
service, sales training assistance,na- 
tional area advertising, and other 
specialized aids that are tailored 
to oil company merchandising. 


For the facts on the greatest tire 
franchise value of 1954, write 
Department NH-11, Hood Rubber 
Company, a Division of The B. F. 
Goodrich Company, Akron, O. 


SMARTLY STYLED 


The smart lines and beautiful 
styling of the new Hood 
Safety-Seal “400” is a decided 
soles asset... will help improve 
the appearahce of your 
customers’ cars. 





Best tire 
performance 
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FOR GREATEST SAFETY, longest service life, quickest 
inflating, deflating and gauging, always use and sell Schrader 
Tire Valve Cores . . . you know your customers are getting 
the finest precision-made product at this vital point in any 
tire. 

Seal every tire valve with a genuine Schrader Valve Cap 
... the Cap with the spring action Sealing Unit that swivels 
inside the metal shell . . . guaranteed AIRTIGHT up to 
250 lbs. pressure. 

Your supplier carries the complete Schrader line, includ- 
ing tire gauges, valves, valve repair tools and airline fittings. 
Order your needs from him today. 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated #eeens 


470 Vanderbilt Avenue, Brooklyn 38, N. Y. #aneOV 


Buy Schrader Cores and Caps in 
bulk for tube repair. Display and 
sell ’em in replacement sets of five. 


FIRST NAME IN TIRE VALVES 
poR Gir oe FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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TIRES — 


BATTERIES — ACCESSORIES 





New Gulf Car Wax 


Gulf Oil Corp. heralds its new 
Lustertone Liquid Car Wax as “the 
first practical car polish with 100% 
Carnuba wax—the finest polishing 
agent known to science.” It reportedly 
achieves an unusually hard and lus- 
trous finish and took five years of ex- 
haustive laboratory testing to develop. 
Carnuba, which produces “the most 
durable luster and hardness” and is 
the “hardest, highest melting natural 
commercial wax” for polishing, is re- 
duced to a smooth fluid state for easy 
application, says Gulf. It is being mar- 
keted through Gulf dealers in one pint 
cans which are “good for three car 
waxings.” 


Two New Battery Guides 


Proper maintenance of batteries in 
stock to assure customers storage bat- 
teries in top condition is the subject 
of an instruction sheet released by 
Electric Storage Battery Co. The com- 
pany recommends regular inspection 
coupled with “first-in, first-out” inven- 
tory methods. Batteries stored for 
more than three months should be 
boost-charged rather than trickle- 
charged, the company adds. A wall 
chart summarizes for warehouse per- 
sonnel the routine to be followed in 
handling and maintaining stored bat- 
teries. 

The company also has revised its 
booklet on heavy duty storage bat- 
teries. Included are features, specifica- 
tions and construction details for 20 
battery types used in gasoline and 
Diesel trucks, tractors, motor coaches 


and off-the-highway equipment. Copies 
of the 12-page booklet and the battery 
storage instructions may be obtained 
by writing the company at Box 8109, 
Philadelphia 1. 


Antifreeze Sales Aid 


Shell Oil Co. is helping its dealers 
boost sales of Shellzone antifreeze 
with a novel gimmick known as “Shell 
Stop Slip.” Each customer having his 
car radiator serviced with Shellzone 


gets a free cardboard dispenser of 
“stop slip.” The dispensers are pro- 
vided by Shell at no cost to the dealer. 
What’s more, Shell is backing the pro- 
motion with ads in every major daily 
newspaper in its marketing area, radio 
commercials, window streamers and 
24-sheet posters. “Stop slip,” sprinkled 
under the rear wheels, will provide 
good traction on the iciest of roads, 
says Shell. It also can be used to pick 








up oil or grease on concrete. 





Eliminates exhaust fumes. 
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Kent-Moore 


MONOXIVENT ® 


Now! No more opening and closing service stall doors to get rid of toxic 
carbon monoxide fumes! Because, now, Monoxivent, Jr. offers you effective, 
low-cost exhaust elimination . . . allows you to perform service operations 
all winter behind closed doors . . . reduces heating costs, saves attendant’s 
time, increases efficiency, and insures safe, healthful working conditions. 
Designed expressly for gasoline service stations and small repair shops, 
Monoxivent, Jr. is light in weight, quickly and easily installed. And the 
entire unit . . . consisting of an eight foot galvanized flexible steel hose, 
assembled to a universal tailpipe adapter, a cast aluminum door port, and 
a handy wall hanger clip . . . costs only $27.60 complete! 


Now Available through Selected Distributors prec | pualinemnientn som. | 
Coast- to-Coast 5-105 General Motors Bidg., Detroit 2, Mich. 
| Rush complete Monoxivent, Jr. information and 


4 M name of nearest Kent-Moore distributor. 
ENT-MOORE | sam 


ORGANIZATION, INC. _ | AvoRESs 
5-105 GENERAL MOTORS BLDG., DETROIT 2, MICH. | ¢ 
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THE INDUSTRY’S BEST TBA 


Windshield Cleaner 


A combined brush-squeegee-scraper 
for cleaning windshields, called the 
“Squee-G-Scrape,” is available from 
Alwin-Milwaukee, Milwaukee, to re- 
tail at $1.19. The tool has a wide blade 
with a squeegee on one side and a 
scraper on the other, and a brush to 
whisk away scrapings and snow. The 
company says it also can be used to 
sweep garments and car upholstery. 


New Dashboard Lighter 


Casco Products Corp., Bridgeport, 
Conn., has developed a dashboard cig- 
aret lighter equipped with a protective 
“sleeve” that trips out and forms a 
wall around the red-hot filament. The 
company says the sleeve also acts as 
a wind-guard to keep the filament 
from cooling off and serves as a repos- 
itory for ashes and flying sparks to 
protect clothes. The lighter is sur- 
rounded by a ring of amber light that 
glows continually in the dark and has 
an illuminated well. 


1S YOURS WHEN YOU SPECIFY 


WARREN 


EMERGENCY VALVES 


Quick - Detachable 
K Aluminum Bonnet 


<— Stainless Steel Cage 


| "4 Stainless Steel Seat 


Long-Reach Spark Plugs 


A new type of spark plug will be 
used in the new 1954 Chrysler V-8 en- 
gines. The new plugs have threads that 
extend %4” along the base of the plug 
and thus extend more deeply into the 
block than the normal plug. In making 
the announcement, Robert Campbell, 
of the Electric Auto-Lite Co., empha- 

charles sized that the long-reach plugs would 
pad si 2 hy Re? be used only in the new 235-horse- 
Donen of porout cating, pagar “in tomplen oldtyte construc power Chrysler V-8 engines as they 


ti REN Emer Val y U.S. Patent No. 2589346 ‘ . 
WARREN N Emergency des Spelom by US. Petet No. 2600977). : are not suitable for the earlier 180- 
horsepower models. 


Leakproof, Lighi- 
weight Welded 
Seamless Steel 
Tube Constructio:, 


is this dependable, fabricated WARREN 


‘You can see at a glance some of the unique construction 
features of WARREN Emergency Valves. Others are evident only 
on closer inspection or in actual use. 


All of these features have been developed and engineered into 


Oil Industry Program 
Speakers program for the Oil Indus- 


WARREN Valves to provide greater service and longer life—to 
insure maximum safety with trouble-free operation—at low original 
cost and with virtually no maintenance expense. 

Proof of their performance is shown in the preference for 
WARRENS as expressed in purchases by leading transport equip- 
ment manufacturers, by safety-conscious oil companies and trans- 
porters, large and small. 

How about you? Can you afford to provide less than the best 
possible protection for your equipment and your drivers .. . for 
your delivery points . . . for the general public? 

To get the Industry’s best valve value: Install WARREN Emergency 
Valves on your present equipment—Specify the WARREN Emergency 
Valve System on your new equipment. 


Write for Complete Information Today! 


Manufacturers of the New Snap Seal 
Clearance Lights and Custom Built 
Machinery Since 1901. 


BEIIS MACHINE CO. V7 


WARREN PENNS YLVAWNI 





try TBA group annual meeting Dec. 
7-8 in St. Louis has been outlined as 
follows: Ralph K. Shantz, Supertess 
Petroleum Corp., Ltd., London, Ont., 
“Tire Sales Through Oil Company 
Outlets in Canada”; G. S. Wheatley, 
Standard of California, San Francisco, 
“The Gravy Train Route To Better 
Battery Sales”; R. G. Negri, sales 
training director, National Cash Reg- 
ister Co., Dayton, “Working With A 
Will”; William G. Gordon, McKinsey 
& Co., New York, “Increasing Acces- 
sory Profits”; H. G. Meador, vice pres- 
ident, Gulf Oil Corp., Pittsburgh, 
“What TBA Means to the Oil Indus- 
try”; and Dr. Warren W. Leigh, dean, 
College of Business Administration, 
University of Akron, and R. C. King, 
assistant TBA manager, Standard of 
Ohio, Cleveland, “Petroleum Service 
Station TBA Performance.” 
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WHEN BUYING METERS 


LINE 
sce 


LOAD TRUCKS FASTER 
SAVE ON POWER 


with ROCKWELL 
ROTOCYCLE’, METERS 


Liquid sealed, no metal-to-metal contact, full anti- 
friction bearing protected—that’s the story of 
this better meter construction. And design-wise 
every moving part in the Rotocycle measuring 
chamber revolves in a “Flo-ward” direction 
like an electric motor, easily, quietly, smoothly 
with the least friction and wear 
These superior mechanical advantages pay 
off in speedier metered deliveries, less resist- 
ance to line flow. You can load trucks faster, 
use smaller motors for pumping and save on 
power costs when you install Rockwell Roto- 
cycle meters. Auditing and accounting are 
positively simplified. 


Get full facts on these better meters now 
Write for bulletin. 


You Can RELY ON ROCKWELL cam 
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ROCKWELL MANUFACTURING CO. 
PITTSBURGH 8, PA. 
HOUSTON 


PITTSBURGH 


ATLANTA 


BOSTON CHICAGO 
KANSAS CITY LOS ANGELES NEW YORK 
SAN FRANCISCO SEATTLE TULSA 
IN CANADA: PEACOCK BROTHERS LIMITED 
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EQUIPMENT 


ILLUMINATION on this station is furnished by five 300-watt PAR 56 lamps and 96-in. T-12 Slimline lamps 


How Union Oil Lights Its Service Stations 


Service station lighting standards developed by Union Oil of 
California are described in this article. 


The company uses the same basic layout for the illumination 
of its many stations in the West, as well as Hawaii, Alaska and 


Central America. 


Harold G. Cooper, of the company’s marketing department, 


furnished this data for NPN. 


Sales rooms, lubrication rooms and 
under canopies are lighted with 96-in. 
two-lamp Slimline fixtures equipped 
with T-12, 430 milli-ampere, cool 
white lamps. Fixtures are the industrial 
type with lamps exposed. 

Fixtures are arranged according to 
an established pattern which has been 
designed to produce a minimum inten- 
sity of 30 foot candles uniformly at 
working levels. 

Union has held to the premise for 
many years that lighting should be ac- 
complished in a manner that will not 
require customers to look into brilliant 
light sources as they approach the 
station. Thus, approaching customers 
are conscious of a pleasing quantity 
and quality of illumination, but are not 
blinded by “hot” lamps. A comparison 
of the lumen per watt ratio given on 
lamp manufacturer’s data sheet will 
show the greater efficiency of Slimline 
compared with incandescent lamps. 

A program for relighting with Slim- 
line was inaugurated several years ago, 
immediately after lamp manufacturers 
began production of them. This pro- 
gram has been aggressively continued 


until now practically all Union stations 
have good interior illumination. 

Women’s and men’s restrooms each 
have a 100-watt, incandescent, flush 
ceiling fixture with tamperproof glass 
cover. 

Union believes in simplifying main- 
tenance by using one type of Slimline 
lamps for all interior lighting purposes. 
There are various lengths, diameters 
and colors in Slimline lamps available, 
and several different power output bal- 
lasts to operate them. 

Confusion and unnecessary cost can 
result from the use of more than one 
type of fixture in a station. Union’s 
layout of fixtures joins them end-to- 
end whenever possible so the fixture 
wire channel may be used to carry the 
primary wiring to ballasts. This ar- 
rangement also affords a desirable light 
distribution pattern for canopies and 
lubrication rooms. 


Outside Lighting — Recently, after 
intensive tests and the establishment of 
uniform methods, Union has under- 
taken improvement of yard lighting. 
The basic unit is the 300-watt, PAR 56, 


sealed beam flood lamp having an 
oval beam 20° x 35°. The lamp has a 
mogul end prong base, requiring a 
holder with matching socket. 

Union has selected a cast aluminum 
holder. These holders and lamps are 
assembled securely in clusters of four 
or five on a special junction box which 
in turn is attached to a lowering at- 
tachment adapter. The adapter fits a 
floodlight chain lowering device. When 
two or three holders are desired in a 
cluster, they are attached directly to 
the adapter. This arrangement permits 
lowering the entire cluster to the 
ground for lamp replacement without 
disturbing the adjustment of any indi- 
vidual holder. 

This system of lighting practically 
eliminates maintenance, except for 
lamp replacement as the sealed beam 
lamps do not depend upon an auxiliary 
reflector. 

Though the positioning of floodlight 
poles is important, it is often predeter- 
mined by the necessity for avoiding 
approaches and buildings. Union uses 
the conventional intersection corner 
and rear corner locations for light 
poles, but will endeavor to place poles 
between 50 ft. and 60 ft. distance from 
the vertical surfaces to be illuminated. 

At this range a minimum intensity 
of 10 foot candles on vertical building 
signs, and 5 foot candles on all other 
vertical building surfacés adjacent to 
streets can be achieved without “hot” 
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ARRANGEMENT of 300-watt PAR 56 
lamps 


LOWERING DEVICE makes mainte- 
nance easy 


spots or abrupt gradations. Union 
theorizes that the expenditure for light- 
ing is most productive when it is con- 
centrated upon the building to make 
it attract attention. Approach lighting, 
in Union’s opinion, should be suffi- 
cient to make the stations easily identi- 
fiable. Quite frequently this is accom- 
plished by street lighting luminaries. 

Light for yard areas will not be 
intentionally supplied from _ floods, 
though use is made of spill and reflect- 
ed light when possible. 

Adjustment of fixtures is extremely 
important with this type of lighting, 
and Union makes a practice of devot- 
ing an evening prior to a station open- 
ing to light adjustment. Once the best 
positions for all fixtures in the cluster 
are established, they are firmly fixed 
so that in lowering for lamp replace- 
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£100 W.- FLUSH CLG. FIXTURE 
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O « 100 W.- CEILING LAMP-HOLDER 


FIXTURE LAYOUT 
for Union Oil's build- 
ing interior and canopy 








ment this adjustment will not change. 

Canopy Lighting—In most of Un- 
ion’s stations, canopies extending from 
the building over the pump area house 
Slimline lamps which produce inten- 
sities upward from 30 foot candles in 
all directions for a distance adequate 
for car servicing. Also these lights 
properly illuminate the vertical pump 
surfaces. 

When open islands are constructed, 
light is supplied from small horizontal 
pump island canopies housing four, 
96-in, T-12 Slimlirie lamps 8 ft. 6 in. 
above the island. Lighting canopies are 
carefully selected to conceal lamps 
from direct view to approaching traffic. 
The lamps must be spread or the 
light reflected to properly illuminate 
and display the pumps. 

In Union’s over-all plan for lighting, 
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differentiation as to the quantity of 
light to be supplied is rarely made be- 
tween locations. It is their belief that 
a consistent and uniformly good light 
level among all Union stations is an 
important recognition factor, regard- 
less of operating hours or location. 
Only when the vicinity in which the 
station is located is more highly il- 
luminated than Union's lighting system 
will they deviate to the extent of be- 
coming competitive. 

In Union’s opinion, the combination 
of Slimline for interior and canopy 
illumination, with 300-watt, sealed 
beam incandescents for exterior light- 
ing is economical and efficient. All 
lamp replacements can be accom- 
plished by station personnel. 

Slimline lamps have a rated life of 
7,500 burning hours, and the 300 watt 
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This is how many a petroleum distributor looks to his supplier; 
an outlet for products, a gallonage statistic, nothing more. It’s an 
impersonal relationship that doesn’t exist at Richfield—a company 
which markets exclusively through Independent Distributors. In 
fact, the close association between Richfield officials and Distribu- 
tors led one Distributor to remark recently, “Richfield men act 
more like partners than suppliers.” 

Think of the many advantages of dealing personally with petro- 
leum experts—men who are acquainted with and actively inter- 
ested in you and the business you run. It’s the kind of relationship 
that pays off in helping you solve your special problems of compe- 
tition, supply, distribution, etc. 

Moreover, Richfield sees that its Distributors enjoy the freedom 
of a franchised territory, the benefits of big-time advertising, the 
rewards of expert marketing know-how, and countless other ad- 
vantages. 
=o you feel you are no more than a gas pump—contact Richfield 

y. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


542 FIFTH AVENUE, NEW YORK 36, N. Y. 


EQUIPMENT 


sealed beam lamps are rated at 2,000 
hours. Lamp cost is nominal. 

Lighting Costs—Operating cost for 
Union’s type of lighting is analyzed as 
follows: 

The average “L” station (Union's 
Type 140) requires 20 two-lamp, Slim- 
line T-12, 96-in. fixtures for interior 
and canopy. The power consumption 
including ballast loss for each two- 
lamp fixture is 188 watts (74 watts, 
each lamp, plus 40 watts ballast loss) 
or a total of approximately 3,800 watts. 

Yard lighting for this station gen- 
erally consists of two clusters of three 
lamps totaling 1,800 watts. The total 
lighting consumption is, thus, 5,600 
watts. 

The average West Coast electrical 
energy rate for this type of usage is 
from 2¢ to 3¢ per kilowatt hour, de- 
pending upon location and total 
monthly consumption. Using these 
rates the hourly lighting operational 
cost for the entire station would range 
between 11¢ and 17¢. 

An average “Y” type station (Un- 
ion’s Type 130) having two canopies 
will require 24 two-lamp, Slimline fix- 
tures totaling 4,500 watts, and yard 
lights consisting of one cluster of 5 
lamps and two clusters of 3 lamps, 
totaling 3,300 watts. The total station 
lighting is 7,800 watts, which will cost 
between 15.5¢ and 23.5¢ per burning 
hour. 

Slimline light installation cost aver- 
ages $50 per two lamp fixture. This 
includes fixture, lamps, mounting and 
wiring. 

Yard lighting equipment is estimated 
basically at $135 per pole. This in- 
cludes 4-in. pole, lowering device and 
cluster of three-lamp holders and 
lamps, all assembled and ready for 
installation. 





Metal Credit Plates 
Adopted by Phillips 


Phillips Petroleum Co. has begun 
an advertising campaign to familiarize 
its credit card customers with the firm’s 
newly adopted metal-plate style credit 
card, to be known as “Philmatic.” 

Dealers have been provided with 
printing devices for transferring cus- 
tomers’ names and addresses from the 
new plates to sales tickets at Phillips 
service stations. 

The plates are similar to those 
recently adopted by Champlain and 
Imperial Oil of Canada, Standard of 
Indiana, Standard of California, 
American Oil, Pan-Am Southern and 











Richfield Oil of California. 


Serving the Eastern Seaboard from Maine through the Carolinas 
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New Tire Changers 


Two new tire changers feature an 
air lock which centers and locks the 
wheel in place at the touch of an air 
chuck. Once locked the wheel cannot 
slip out of position. To remove the 
wheel, the air lock is released by 
pressing a button located halfway 
down the center post. The button is 
inset in the center post conveniently 
out of work’s way. Two models are 
available, the heavy-duty, pictured, 
and a standard unit. Company also 
will continue previous models. Hender- 
son Tire Changer Division, Big Four 
Industries, Inc. 


Circle No. 1 on Reply Coupon 


Adds, Subtracts Fractions 


The addition and subtraction of 
fractions is facilitated with a machine 
which accumulates the fractions and 
automatically converts them into 
whole numbers, or whole numbers and 
fractions. It is not necessary to convert 
to decimals. Machines with 4th, 8th, 
12th, 16th, 20th, 24th, 32nd, 60th, 
and 64th fraction keys are available 
in both hand and electric models. The 
equipment has a capacity of 999,999.- 
99 and is available with doliars and 
cents Or numerical punctuation so that 
it can be used also for general work. 
National Cash Register Co. 


Circle No. 2 on Reply Coupon 


Station 'T' Light 

A new fluorescent light for service 
station pump islands is made with a 
“sliding” construction. This feature 
makes it possible to adjust the new 
light fixture to any pole spacing. Thus, 
it is possible to utilize existing poles, 
no matter what the spacing, when 
installing the new fluorescent units. 
The fixtures are available in 4-foot 
and 8-foot sections which can be 
combined into units as long as 16 ft. 
One pole is needed for 4 to 8-ft. 
lengths; two poles for lengths over 
8 and up to 16 ft. All wiring is en- 
closed but is accessible by removing 
the interior reflector plates. Benjamin 
Electric Manufacturing Co. 


Circle No. 3 on Reply Coupon 


Fs : 


Wheel Block 


A heavy-duty safety wheel block is 


14 in. high and has a 15 in. by 10 in. 
base to provide maximum stability and 
holding power. Unit is cast in one 
piece from high-strength alloy steel. 


Steel gripper teeth on the base provide 
positive holding on any surface, in- 
cluding ice, wet pavement and packed 
clay. Placement and removal of the 
block are facilitated by the cast-on 
handle in the center supporting rib. 
The equipment weighs 30 Ib. Calumet 
Steel Castings Corp. 
Circle No. 4 on Reply Coupon 


Oil Burner Combustion 
Chambers 


Four round,vertical-type, pre-cast 
oil burner combustion chambers are 
available. The smaller units are made 
in two and four-piece models for easy 
handling and installation. The larger 
units are made in six-piece assemblies 
to facilitate installation in limited 
working areas. The smaller combus- 
tion chambers are cast with a base and 
sidewall fillet which eliminates restric- 
tion and pulsation. It also allows 
smooth flame travel throughout the 
chamber. The larger models have ver- 





FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This Issue 


HERE'S WHAT YOU DO: 


Circle the number on the coupon on next page which 





corresponds to the one that appears at the end of the 
item in which you are interested 

Fill in your name, address, etc 

Clip the coupon 

Mail it to the Readers’ Information Service, NATION 
AL PETROLEUM NEWS, 330 42nd Street, New York 36, 
N. Y. This department will forward your inquiry to the 
manufacturer. 


November 25, 1953 + NATIONAL PETROLEUM NEWS 





EQUIPMENT 


tical tongue-and-groove joints and a 
ship lap base. A built-in corbel on all 
models increases efficiency and elimi- 
nates the extra cost of baffles. Insulat- 
ing Castable Corp. 


Circle No. 5 on Reply Coupon 





New Truck Line 


A new line of trucks has three new 
engines available, with automatic trans- 
missions optional through one-ton size, 
heavier drive assemblies, more com- 
fort, greater visibility and more space 
for payloads. Two of the new engines 
have 7.5 to 1 compression ratios and 
112 hp. The other engine is a heavy- 
duty unit with 7.17 to 1 compression 
ratio and 135 hp. Cylinders are larger, 
and a new high-lift cam provides freer 
breathing. Chevrolet Motor Division, 
General Motors. 


Circle No. 6 on Reply Coupon 


Valve Gap Setting Guide 


A new valve gapper is designed for 
use On engines with overhead valves. 
It measures the travel of the valve 
rocker arm prior to contact with the 
valve stem. This measurement is trans- 
mitted to a dial indicator gauge gradu- 
ated in thousandths of an inch. The 


easy-to-read dial permits a positive, 
visual setting of valve clearance re- 
gardless of wear or pitting of the valve 
rocker arm. Hydraulic valve lifters 
can also be visually checked with this 
instrument. Models are available for 
most gasoline and Diesel engines with 
overhead valves. P & G Manufactur- 
ing Co. 

Circle No. 7 on Reply Coupon 


Emergency Light 


A new emergency light provides il- 
lumination when regular power sources 
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fail. It is a battery-operated unit which 
charges itself automatically and with- 
out need of attention. Just plug the 
light into the 110-volt power source 
and the rest is automatic. A glass-jar 
battery is used in accordance with the 
National Electrical Code and Under- 
writers Laboratory. New rules prohibit 
the use of rubber case and automotive 
batteries. The light will furnish auto- 
matic lighting protection for about 12 
hours. It will permit the use of as many 
as five lighting heads. Electric Cord 
Co. 


Circle No. 8 on Reply Coupon 


Explosion-Proof Lamp 


A new hand lamp is designed for 
use in areas containing flammable 
liquids or gases. The explosion-proof 
unit weighs 4% Ib. It has high impact- 
resisting qualities, and its globe is 
seated firmly against a metal flange by 
a heat and impact-resistant globe 
guard. Both lamp chamber and handle 
are explosion-proof, separated by the 
lamp receptacle. Flame-tight joints, 
located along the globe-holder, handle 
and cord connector, prevent an explo- 
sion in one compartment from being 
transmitted into the other. These joints 
have five or more full-threaded turns 
to allow only cooled gases, not flames, 
to escape. Crouse-Hinds Co. 


Circle No. 9 on Reply Coupon 
Foul-Weather Garb 


New weather-resistant clothing is 
coated with neoprene on the inside and 
outside. It resists the action of acid and 
oils, as well as water. The clothing is 
cleaned by rinsing in a petroleum 
solvent cleaner. The rainwear is avail- 
able in a heavy and a medium weight. 
M. L. Snyder & Son. 


Circle No. 10 on Reply Coupon 
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‘aa@1@)Khe - - - interpreting the oil news 


Midwest 


By Leonard Castle 


Getting Ahead of Gas—Oil men of 
Duluth, Minn., and Superior, Wis., are 
banding together in an advertising and 
public relations program designed to 
keep their customers convinced that 
fuel oil is the best possible heating fuel. 

An important factor about the Du- 
luth-Superior campaign is that it comes 
before the fuel oil distributors are 
faced with actual competition from 
natural gas. 

In many localities in recent years, 
oil men didn’t awaken to the fact they 
were losing a big portion of their mar- 
ket until natural gas became a direct 
competitor. 

And by that time, natural gas, with 
lavish advertising and sales promotion 
claims, already had captured the pub- 
lic’s imagination. Fuel oil distributors 
were placed in the untenable position 
of trying to catch up after the trend 
toward a competing product was well 
under way. 

In setting up their program, the oil 
men of Duluth and Superior were well 
aware that they'll probably have 
natural gas competition sometime in 
the future. When that will be, no one 
knows. But reports of a proposed Mid- 
Continent Pipe Line which would 
move natural gas from the Canadian 
fields into Minnesota, Wisconsin, 
North Dakota and the Upper Penin- 
sula of Michigan were sufficient to 
convince the Duluth and Superior dis- 
tributors that now was the time to 
start a mass selling job on the attrib- 
utes of fuel oil. 

Nothing will be said in the campaign 
about natural gas, or any other com- 
petitive heating fuel. It will be directed 
exclusively to promoting fuel oil. 

Jobber’s Idea—The idea for a pro- 
motional drive was conceived by John 
L. Bero, Duluth jobber, former chair- 
man of the National Oil Jobbers Coun- 
cil and former president of the North- 
west Petroleum Assn. He heads the 
committee which is raising funds and 
planning the campaign. 

Working through the Twin Ports Oil 
Men’s Club, the committee has gained 
the support of virtually every oil mar- 
keter in the area, major and Independ- 
ent alike. Some 20 companies are par- 
ticipating. The committee set up an 


original budget of $12,000, and $10,- 
000 was subscribed at the first meeting. 
Each participating company agreed to 
pay 0.05¢ per gal. of all the fuel oil 
it sold into the fund. 

After the campaign gets under way, 
the committee expects to receive addi- 
tional contributions from distributors 
and dealers of oil burning equipment, 
and from oil refiners in the area. 

First step in the campaign is the 
erection of 18 permanent billboards, 
each carrying a different message. One 
proclaims that “Oil Heat Is Efficient” 
and carries a picture of a soldier rigid- 
ly saluting. Another declares that “Oil 
Heat Is Clean” and depicts a white 
swan. Other slogans carry out the 
thoughts that oil heat is safe, gives the 
consumer security, saves him money 
and is sanitary. 

The billboard campaign will be fol- 
lowed up throughout the winter by 
newspaper and radio advertisements. 
Individual companies will inject the 
theme into their own advertising dis- 
plays. 

Widespread use also will be made of 
the pamphlets prepared by the North- 
west Petroleum Assn. which explains 
why fuel oil is a more efficient and 
safer heating fuel than natural gas. 
These pamphlets also are being dis- 
tributed nationally through the Na- 
tional Oil Jobbers Council. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Oil Fights Tax Threat—The Oil 
Heat Institute of America is meeting 
the threat of a 7.5% utility tax by the 
City of Baltimore on fuel oil for com- 
mercial and industrial accounts ‘with 
the primary argument that such a levy 
would set a bad precedent in singling 
out fuel industries as the sources of a 
new “third layer” tax. 

But among additional points the 
OHI Distribution Division is making 
in opposition to the proposed ordi- 
nance are the following: 

Raids on Baitimore dealers’ business 
undoubtedly would be made by “ped- 
dlers” (as contrasted to larger, estab- 
lished dealers) evading the tax, and by 
distributors located outside the city. 

By rigid enforcement, this evasion 
could be kept to a minimum or even 
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eliminated. But to the degree that en- 
forcement was needed, its cost would 
rise, thereby tending to reduce the net 
revenue to the city. 

A new bookkeeping, accounting and 
record-keeping burden would be im- 
posed on an industry “already bur- 
dened to the hilt” with such tasks. 

Dangerous to the city would be the 
additional cost burden which would 
eventually fall on the consumers of 
goods and services of the commercial 
and industrial accounts; this would be 
“one more straw of inducement” to 
industry to seek locations outside the 
city limits, and discourage entry of 
new industries. 


Speaking of Oil—More pains are 
being taken to give the public a better 
insight into the oil industry in the East. 

Standard Development Co., research 
and development affiliate of Jersey 
Standard, has just set up a speakers’ 
bureau to: 

1. Solve the problem of supplying 
authoritative speakers to civic groups 
even on short notice. 

2. Make the expert’s speech, about 
technical and complicated activities, 
both understandable and interesting to 
the uninitiated. 

The bureau is a “first” for the com- 
pany. It long has provided speakers 
whenever it could meet requests for 
them. It wants to get across to the 
public the significance of the industry's 
technical advancement. And it wants 
to tell the individual what this ad- 
vancement means to him. 

But often, there hasn’t been time 
enough to get a good speech written 
in non-technical language and supple- 
mented with the charts and slides 
which ought to go with it. Few pro- 
fessional men in the scientific field can 
make a speech that will be readily un- 
derstood by community groups. 

Standard has selected for the speak- 
ers’ bureau men who are experts in 
their specialties and who, it feels, are 
good speakers to boot. They write 
their own speeches, which are then 
sent to the company’s public relations 
department for changes in language— 
not substance—or for shoring up with 
slides and charts. 

“Off-the-Cuff” Talks—The speeches 
are largely in outline form—-so the re- 
sults will be more in the nature of in- 
formal talks. And no speaker is to put 
in a plug for SOD. The company feels 
it can create better public relations that 
way than by tooting its own horn. 

The company has sent literature 
about the bureau to 30 large civic 
groups like Kiwanis, Rotary, etc., 
within a 100-mile radius of New York. 
It intends to send out more after it gets 


a 





REGIONS 


reactions for the first mailing. But it is 
more or less going to feel its way along 
before it ventures beyond the 100-mile 
limit. 

Socony-Vacuum has had a speakers’ 
bureau since 1950. Its speakers, too 
(from various fields of company activ- 
ity) write their own speeches, and get 
help on them from the public relations 
department. 


Bill Aimed at Oil—A bill which 
would put the oil industry in Rhode 
Island under utility type regulation is 
pointed for introduction in that state’s 
legislature. It is sponsored by an or- 
ganization of gasoline dealers repre- 
senting itself as a local of the AFL 
Teamsters Union. 

While the dealer group reportedly 
has dwindled in size to about 30 dues- 
paying members in some 12 months of 
its existence, its bill just might get the 
backing of the politically strong (in 
Rhode Island) Teamster “regulars.” 

At least, the dealers’ organizer and 
“business agent,” Henry Vincent 
Brady, is claiming he’ll have that back- 
ing as a result of a visit he and a dele- 
gation of dealers made to the head- 
quarters in Washington of Dave Beck’s 
International Brotherhood of Team- 
sters. 

Indications are that the measure 
would be virtually identical to a bill 
which got nowhere in the Rhode Island 
legislature a couple of years ago. 


Miners Clamp Down — The city 
council in the coal miners’ town of 
Tamaqua, Pa., has adopted an ordi- 
nance calculated to put an end to 
householders’ use of heating oil there. 

The ordinance requires: 

1. A burner installation permit cost- 
ing $50. 

2. An annual burner inspection fee. 

3. A requirement that no heating oil 
storage tank be larger than 100 gal. 
capacity, and that the tank be under- 
ground in a 2-in.-thick concrete vault 
covered by four feet of earth. 


Pacific Coast 


By Frank Breese 


New Oil Spelled Out—Richfield 
Oil Corp., Los Angeles, has upgraded 
its popular-category motor oil, called 
“Richlube HD.” In announcing it, 
Richfield rapped “exaggerated claims 
made for reduced gasoline consump- 
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tion on multigrade oils.” 

The so-called multigrade oils have 
been increasing in number on the West 
Coast market since spring. 

Richfield’s views on multigrade oils 
vs. dual-grade (Richfield’s) were spelled 
out broadly for dealers, designed to 
emphasize selling points. 

M. H. Sperling, chief lubrication 
engineer, explained that dual-grade 


motor oils qualify under two different 


SAE grades, citing as an example SAE 
20 and SAE 20W. He said it was pos- 
sible for Richlube HD and Rich-Penn 
HD to comply with both requirements 
because of their “good, natural high 
viscosity index.” (Richlube is from a 
paraffin-base Mid-Continent oil and 
Rich-Penn from Pennsylvania oil.) 

“You have probably noticed that 
our quality motor oils have carried the 
dual grading SAE 20-20W,” said Mr. 
Sperling. “If the viscosity index of the 
oil is high enough, the same oil would 
actually comply with the requirements 
of three SAE numbers. We term such 
an oil a ‘multi-grade’ oil. An SAE SW- 
20 is made to comply with SAE SW, 
10W, 20W and 20. That is another ex- 
ample of a multi-grade oil. It is pos- 
sible to make almost any combination 
desired by selecting the viscosity of the 
oil and compounding it with various 
synthetic materials to raise the vis- 
cosity index. 

“It must be clearly understood that 
all of these multigrade oils must con- 
tain these synthetic materials and 
since they are not ordinary materials 
used for lubricants, they do affect the 
lubricating quality of the oil.” 

Continued Mr. Sperling, “The better 
dual-grade oils such as our Richlube 
SAE 20-20W, do not require these 
synthetic materials since the natural 
viscosity index of these fine paraffin- 
base crudes is adequate to comply with 
both grade requirements. 

No Efficiency Loss—‘“Therefore, no 
loss in lubrication efficiency is en- 
countered in such a dual-grade oil. 

“On the other hand, multigrade oils 
must contain high percentages of syn- 
thetic materials and there is very 
definite evidence that they lose lubri- 
cating value due to these materials. 
Engine tests definitely prove that these 
multigrade oils will not give equal per- 
formance to our Richlube HD motor 
oil.” 

Next, Mr. Sperling scored claims of 
reduced gasoline consumption with 
multigrade oils. “These claims neglect 
to say with what oil they compared the 
multigrade oil. They probably com- 
pared it with a poor grade of heavy 
motor oil. 

“The same facts enter into increased 
power as enter into gasoline consump- 


tion. You could set up tests to show 
more power from your engine, but like 
gasoline tests they would not be 
typical. 

“Claims are also made for less oil 
consumption with one manufacturer 
indicating savings as high as 33%. 
Were they compared to the light SAE 
grades? They could not have been 
compared to Richlube HD SAE 30 
motor oil, for the flash point on the 
multigrade oil is about 40 degrees 
lower. 

“It is also interesting to note that 
marketers of the SAE SW-20 motor 
oils only recommend their multigrade 
oils for new cars or cars in good 
mechanical condition. Oil consumption 
just isn’t comparable to the usual grade 
of good motor oil.” 

Not a Newcomer—The upgraded 
product is not new in Richfield’s range 
of lubricants. It is identical with a 
motor oil labelled “Richfield Circle 
‘C’,” said Frank W. Quicke, manager 
of the lubrication sales department. 

The latter was engineered essentially 
for both gasoline and Diesel equip- 
ment, according to Mr. Quicke. It was 
specially compounded for the Diesel 
trade. Word got around that it was 
good in gasoline equipment under 
severe conditions, said Mr. Quicke, so 
most service stations have been han- 
dling it. 

Since Richlube HD is now the same 
as Circle “C,” dealers were advised by 
Mr. Quicke that it’s not necessary to 
stock the latter. However, it will be 
carried in truck stations because of the 
name acceptance. Meanwhile, it’s 
likely that Richfield will do some more 
work on the Circle “C” to slant it to 
the Diesel market. 

Lower Price—Richfield is telling its 
dealers that the upgraded motor oil has 
a 15-cent competitive advantage over 
multigrade oils. It sells for 45¢ a qt. 
compared to the 60¢ of multigrade 
oils. 

Richfield adopted the formulation 
for its “bread & butter” oil some time 
ago but announced it early in Novem- 
ber with broadsides to dealers, A- 
boards and handouts to dealers for 
their customers. 

The company wound up a message 

to dealers with this statement: “The 
new Richlube HD is your answer to 
the unfounded claims of some of your 
competitors who are advertising bene- 
fits of increased oil and gasoline mile- 
age through use of multiple-grade 
oils.” 
Another Contender—Union Oil of 
California joined the companies offer- 
ing a multigrade motor oil on the West 
Coast. Its new product is called “Royal 
Triton 10-30.” 
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EDITORIALLY SPEAKING 


The oil industry may be heading into one of the 
most serious labor situations in its history—a situ- 
ation that could see the labor unions actually 
setting the margins on which oil is marketed and 
even naming the ultimate price to consumers. 

This could come about as a result of the current 
drive by the unions to organize the service stations 
of the country. Because labor unions are exempt 
from prosecution as trusts, and since they are 
never, or hardly ever, prosecuted for participating 
in price-fixing arrangements, it’s practically a cinch 
it will be the oil industry that eventually is hailed 
into court. 

Dave Beck, head of the Teamsters Union (AFL), 
says he is entitled to organize the gasoline and 
other distributing machinery of the industry be- 
cause the teamsters “used to drive horses,” though 
recollection is that the union seldom bothered 
with the industry’s horse-drawn equipment. The 
Oil Workers International Union (CIO), already 
fairly well established in the refineries and in many 
of the oil fields, claims similar rights, but unlike 
Mr. Beck’s group, evidently isn’t much more than 
academically interested at the moment. 

It’s not who does the organizing that should con- 
cern the industry, however. That is relatively un- 
important when considered against the broader 
question of how the unions would expect to profit 
by this drive on oil marketing. 

It is our opinion, frankly, that the unions could 
not hope to gain a permanent hold on service sta- 
tion manpower unless they at the same time 
maneuvered themselves into the position of being 
able at least to influence and maybe directly con- 
trol petroleum products prices—to their own ad- 
vantage and against the interests of the consumer, 
because prices then will be able to travel in only 
one direction and that direction is up. 

If this is not so, how come the belated interest 
in organizing the service stations? Oil marketing 
cannot yield to union organizers the big blocks of 
members in limited areas that make unionizing 
profitable. Yet here we see them—out to organize 
the employes of about the smallest employing unit 
in any line anywhere; the one, two or three em- 
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ployes of the individual service station that in 
nearly every case is leased and operated by a single 
individual, and from whom the collecting of dues 
will be expensive, even difficult, because of the 
“floating” character of the labor. After all, where 
did your wash rack boys work last week? 

If the union tries to collect dues through the 
dealer, it will have difficulty, because the dealer 
is none too good a bookkeeper at best. 

Then, too, how can a single dealer be expected 
to raise wages to his employes unless he also 
raises his price and unless all other dealers join 
him in raising their prices at the same time? 

Or do the unions have a cute legal theory figured 
out whereby they would ignore the dealer's lease 
and undertake to negotiate with the big supplying 
company? And almost certainly they will find 
themselves in a real fight, because if there is any- 
thing that the big companies want to avoid it is 
having to deal with the unions over all the em- 
ployes of distribution. 

Clearly there can be only one explanation for 
the current optimism on the part of the unions— 
and more particularly the Teamsters—in now en- 
tering a field that heretofore they have always 
passed up as unprofitable. They see the opportunity 
of exercising such an influence on price that they 
can always compensate for the increase in station 
operating expense that their demands will entail. 

When the unions solicit members at service sta- 
tions, it will be easy for their organizers to whisper 
—we can see and hear them now—*“Don’t worry, 
the boss won’t have to pay for this. We will get 
the price up for him.” Then to the dealers they 
will say, “Join the dealers’ association so-and-so 
is organizing and we will take care of everything.” 
And finally, when everyone is all signed up, will 
come a demand upon the supplying company (it 
will always be referred to as being BIG or even a 
“monopoly”) for a much wider margin for the 
dealer, unless right at the start dealers are caused 
to hoist their prices all at once, and get it over with. 

Maybe we're seeing spooks under the bed, but 
we doubt it. 
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‘Gas, Fuel Prices Cut as Demand Lags 


By Marvin Reid, NPN Staff Writer 


A number of refiners east of the Rockies were 
trying that “last resort” method the past week in 
their all out efforts to move burdensome gasoline 
and distillate stocks. 


They reduced their prices. 


It was too early to determine if the lower gaso- 
line prices in the Midwest, and the lower distillate 
quotations in the East and at the Gulf, would 
help stimulate demand. Some trade sources were 
doubtful, especially about distillates. 


Midwestern and Mid-Continent refiners thought gasoline 
might be helped some by their 0.125¢ reductions, to 11.25¢ 
for regular-grade and 12.25¢ for premium, which were 
made early in week. These refiners pointed out that their 
big consuming season was over, leaving them, generally, 
with too much gasoline on hand. 

They were hopeful that the reductions would lure a few 
new customers, possibly urge the old ones to buy just a 
little more. 

Gasoline also was slow in other areas, with Gulf Coast 
refiners describing market in their area as “weak,” “very 
weak,” especially for regular-grade and the lower octane 
gasolines. Several refiners at the Gulf said they suspected 
that their competitors were offering 83 oct. regular-grade 
“under the market” to the upriver trade. 

Premium-grade gasoline was in fair shape at the Gulf 
and a new top-grade product showed up during the past 
week—95 oct., quoted at 13.25¢ by two refiners, 13.375¢ 
by one other. 

Lack of burning oil demand, however, was probably the 
biggest headache for Gulf Coast and East Coast marketers. 

At the Gulf, API statistics showed distillate stocks ap- 
proximately 24% higher than at the same time year ago, 
and upriver and East Coast buyers’ storage tanks also 
were full. 

These Gulf Coast and eastern marketers were generally 
agreed that there is only one real “cure” for distillates at 
this time-—a severe, sustained cold spell. 

But since consuming areas were enjoying anything but 
burning oil weather, some of the refiners tried lower prices. 

At the Gulf, No. 2 fuel was off 0.125¢, to 8.125¢, and 
reports indicated material was moving at 8¢. One of these 
unconfirmed reports said three cargoes of No. 2 had sold 
from the Gulf at 8¢. Kerosine prices were unchanged, but 
for this product also, there was talk of “discounts.” 

In the East, distillate prices were off as much as 0.5¢ 
gal. at some points. 

Esso Standard reduced its prices for kerosine, No. 2 
and Diesel by 0.3¢ for cargo deliveries, 0.5¢ for tank car, 
barge, rack and tank wagon, in metropolitan New York, 
including New Haven (Conn.) area and northern New 
Jersey. At Boston, Esso reduced 0.3¢ for the three prod- 
ucts at all levels of distribution. 

Socony-Vacuum made 0.5¢ reductions from New York 
Harbor to Newburgh, N.Y., and New Haven, and 0.3¢ 
reductions at Boston. 

Barge prices for No. 2 fuel at New York Harbor ranged 
upward from 9.4¢, and for kerosine from 10.4¢. Provi- 


46 


dence and Philadelphia were “in danger” of distillate price 
cuts, also, according to several sources. 

Light fuels were described as easy in the Midwest and 
Mid-Continent, but no changes were reported in refiners’ 
quotations in these two areas. 


Residual fuel market was in good shape, generally, with 
prices ranging upward from $1.40, Group 3 basis, up 5¢ 
from previous week. Gulf Coast refiners also described 
residual as “still the strongest product” in their area. 

In Chicago, two independent distributors—Arrow Petro- 
leum Co. and Apex Motor Fuel Co.—and Standard Oil 
Co. (Indiana) advanced Chicago tank wagon prices 0.5¢ 
for residual, to 9.65¢ for No. 5 and 8.5¢ for No. 6, for 
deliveries of 750 gals. or more. 


Lubricating oil trading generally remained slow and 
prices were weak. Reductions of 1¢ gal. were reported by 
one Western Penna. refiner for bright stock and neutrals. 
One Mid-Continent refiner also reported reductions for 
solvent and conventional oils. 

Meantime, neither the liquefied petroleum gas (see P. 
49) market or natural gasoline showed any strength. Man- 
ufacturérs in the Mid-Continent said natural gasoline de- 
mand still was “below normal” for this time of year. 

Armed Services Petroleum Purchasing Agency failed to 
completely fill two bulk fuel requirements (see P. 49) 
because of sharp rise in bid prices. 


Retail price fights abate—Abatement of retail gasoline 
price fights was reported in several areas, but full-scale 
battles were still going on in some parts of the country 
amid talk of “federal investigations.” 

In Boise, Idaho, U.S. attorney’s office forwarded to 
Justice Department in Washington complaints that “all 
major suppliers” in the Boise-Pocatello area were attempt- 
ing to “dictate” retail gasoline price reductions. 

There also was talk of “unfair” practices in Mississippi, 
where Federal Trade Commission has been investigating 
retail wars in several cities. 

At Jackson, Miss., however, one source said he doubted 
anything. would develop from FTC investigation. “I can’t 
see anything the majors or independents are doing that is 
illegal,” he declared. 

Prices in Jackson currently are about 1.3¢ gal. “under 
normal,” with private brand stations posting 18.9¢ and 
major brand outlets 20.8¢, ex 9¢ state and federal taxes. 
One source said some private brand operators “won't let 
a customer get away before offering him an additional 2¢ 
discount.” 

Status of price wars in other areas, with amount of state 
and federal taxes in parentheses, follow: 


Wilkes-Barre, Pa. (7¢)—Still two levels of tank wagon 
prices for regular-grade but lower price—14.7¢—-said to 
be “creeping up.” Retail prices at stations handling major 
brands generally advanced 2¢, to 18.9¢. “Normal” is 20.9¢. 
Retail conditions still described as “touch and go.” 

Portland, Me. (8¢)—Conditions reported “all clear” after 
war of two months. Regular-grade prices back to “normal” 
at 20.9¢ and 21¢ at major brand stations, with private 
brands selling 2¢ lower. 

Manchester, N.H. (7¢)—Also “all clear,” with major 
brands generally selling at 21.9¢, private brands at 19.9¢. 
“Normal” for major brands 22¢. 
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Tulsa, Okla. (8.5¢)—War which threatened city failed 
to develop, although some private brand stations were 
selling 2¢ to 3¢ “below normal” in one area of city. 


Oklahoma City (9.5¢)—Still the scene of an all out 
battle, prices 6.1¢ to 7.1¢ “below normal,” with major 
brand stations selling regular-grade at 13.4¢, private brands 
11.4¢. “No chance” of early settlement, according to one 
source. 


South Bend, Ind. (6¢)—“Drying up” of retail fight on 
outskirts of city encouraged city dealers to raise their post- 
ings, and sources said prices were back to within 0.5¢ of 
“normal.” Major brands of regular now selling for 22.4¢, 
private brands at 21.4¢. 


Syracuse, N.Y. (6.4¢)—Fourth-months-old war believed 
nearing end. Tank wagon prices advanced to 16.6¢ and 
dealers selling major brands raised their prices for regular- 
grade to 21.9¢ gal., with some posting 23.5¢. Private brands 
reportedly increased to 18.5¢. Cut price signs removed. 


Hartford, Conn. (6¢)—Private brand stations raised their 
prices to 18.9¢ for regular-grade, and price war said to 
be “clearing up rapidly.” Major brands advanced to 19.9¢ 
and 20.9¢, following increases in suppliers’ tank wagon 
prices. 


Gulf Coast 


No. 2 Fuel Price Off 0.125¢ Gal. 


Prices for No. 2 fuel at the Gulf were off 0.125¢, to 
8.125¢ gal., the past week, and some refiners were asking: 
What is the bottom? 

They were thinking not only of No. 2 fuel, but gasoline 
and gas oils as well. Virtually all products were in ample 
supply. Initial quotations for 95 oct. premium gasoline 
were reported by several refiners, with prices ranging from 
13.25¢ to 13.375¢. 

Warm weather in the Northeast and Middle West has 
backed up distillate fuels to the point were inventories are 
about 24% greater than those of a year ago. No. 2 fuel 
trading was unsettled by continued reports of “low” prices. 
Gas oil contract sales reportedly have been made at “0.375¢ 
off” (low reported quotations). 

“Slow” and “very weak” were the expressions most re- 
finers used to describe gasoline the past week, particularly 
regular and low octane grades. It was cited that fairly large 
quantities of 83 oct. regular-grade have been offered to up- 
river buyers, and this material was said to be “looking for 
firm bids.” 

Bunker oil was the firmest product pricewise, most trade 
sources said. There was no special demand for residual, 
and one Texas refiner declared that in his opinion it would 
take some selling to find a spot cargo buyer. At the lower 
Mississippi, however, residual for barge shipment was rela- 
tively tight. 


Atlantic Coast 


Distillate Prices in Off-Season Slump 


Unseasonable price declines in distillate fuels hit New 
York harbor the past week, and the reductions quickly 
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spread to New Haven and Boston. With warm weather 
holding down sales of heating oils all along the eastern 
seaboard, trade sources generally expected the price de- 
clines to spread to other areas. 

First price to slip was No. 2 fuel, barges, New York. 
Several Independents and one major said they were “meet- 
ing competition” at 9.4¢, down 0.5¢ from their previous 
quotations. Kerosine quotations next eased 0.5¢ to 10.5¢ 
tank cars, 10.4¢ barges, New York, and it became apparent 
that a definite “break” had occurred. 

Esso Standard then made reductions of 0.5¢ at New 
York and New Haven, and 0.3¢ at Boston, and these cuts 
were following by other principal suppliers. New Haven 
distillate tank car prices were off to 10.6¢ for kerosine, 9.6¢ 
for No. 2 fuel, and 10¢ for Diesel oil; for the three prod- 
ucts, respectively, most Boston suppliers quoted 10.9¢, 9.9¢, 
and 10.3¢. 

Trade sources declared that there was sufficient distillate 
volume in central New Jersey to pull down the Philadelphia 
market, for this area could easily be supplied from Newark, 
where tank car prices were off 0.5¢. Similarly, Providence 
prices were weakened by reductions at New Haven and 
Boston. Albany also was “susceptible” since the New York 
harbor cuts extended 50 miles up the Hudson River to 
Newburgh, according to reports. 

Gasoline and heavy fuel were quiet, and prices for the 
products were unchanged. 


Chicago District 


Light, Heavy Fuels Quoted Higher 


Both light and heavy fuels were quoted higher in Chi- 
cago District last week. Light fuels, however, were freely 
available, while heavy grades continued to be closely held. 
Gasoline was steady, but easy to buy, according to most 
trade sources. 

Prices for residual fuels ranged 0.1¢ higher on the lows 
with No. 6 low-sulfur fuel quoted at 6.45 to 6.55¢, No. 
6 high-sulfur at 6.25 to 6.5¢, No. 5 low-sulfur at 7.25¢, 
and No. 5 high-sulfur at 7.25 to 7.5¢, all FOB Chicago 
District. Total advance in local prices for residual fuels 
so far this month amounts to 0.25¢. 

Following lead taken by Arrow Petroleum Co. in ad- 
vancing its retail prices 0.5¢, effective No. 16, Standard 
Oil Co. (Indiana), raised its tank wagon prices for Fuels 
A and C by like amounts, effective Nov. 18, NPN check 
of a company bulk plant revealed (See tank wagon table 
p. 55). 

Prices also ranged higher for light fuels, although sup- 
plier reporting higher prices said it was difficult to tell 
under present market conditions how long higher prices 
will hold. Range oil was quoted at 10.75 to 11.5¢, Chi- 
cago District, up 0.25¢ on the range low. Prices for No. 
2 fuel ranged from 9.75 to 10.5¢, up 0.125¢ on the low. 

Despite reports that light fuels were readily available in 
open market, a secondary supplier was reportedly having 
little success in his efforts to buy a single barge of No. 2 
fuel for terminaling. Sources did not disclose his bid price. 

Regular-grade “pipe line” gasoline remained available 
through one resale agent at 12.625¢, FOB Chicago Dis- 


trict; primary suppliers’ quotations ranged from 12.85 to 
13.6¢. 
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Summary of Daily Gasoline Prices (Nov. 17 through Nov. 23) 
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Midwestern (Chicago-E. St. Louis Area) 


Gasoline Dips 0.125¢; No. 6 Up 5¢ 


Refiners’ prices for gasoline dipped 0.125¢ in Midwest 
last week, while No. 6 fuel advanced 5¢. Despite these 
developments, gasoline still was available at “discounts” 
and No. 6 fuel remained closely held by primary suppliers. 

Light fuels were “soft,” one refiner describing their posi- 
tion as “hard to define, since there is absolutely no open 
market demand.” 

Refiners’ prices for No. 6 fuel advanced 5¢ to flat quo- 
tation of $1.40, Group 3. Tank car marketers also said 
they were asking $1.40 for No. 6 with “a few” sales of 
high-sulfur material disclosed at that price. 

Both regular and premium-grade gasolines were quoted 
0.125¢ lower by some refiners with prices ranging from 
12.25 to 13.125¢ and 11.25 to 11.625¢, Group 3, respec- 
tively. One source, however, said there remained “plenty 
of sag” in gasoline prices and spot buyers easily could find 
material at “discount.” 

Although there was a surface steadiness in light fuels, 
considerable unrest was indicated with reports that “dis- 
counts” to spot buyers had widened for Nos. 1 and 2 
fuels. One refiner said some of his jobbers had been of- 
fered these grades at prices as much as 1¢ below contract 
level. A tank car marketer said he would quote these 


48 


grades at “1¢ off” (Wall Street Journal, Chicago edition, 
low) adding that he could easily cover his sale. He declared 
that he was not soliciting sales, however, in a “dead 
market.” 


Central Michigan 
Residual Fuels Remain Steady 


Residual fuels remained steady in Central Michigan 
last week despite the continued warm spell that kept ship- 
ments of light fuels to an unprecedented low for November. 
Gasoline demand, on the other hand was strong. Refiners’ 
quotations were unchanged for all products. 

Although no open market trading was reported in any 
product, two inter-refinery inquiries for No. 6 fuel were in 
market. Price of 7¢, FOB Central Michigan, was quoted 
to buyer in one instance, no closings disclosed. Quotations 
for No. 6 to the general trade ranged from 7 to 7.75¢. 


Mid-Continent 


Residual Prices Range Higher 


Refiners in the Mid-Continent continued to raise their 
residual fuel prices the past week as demand for this prod- 
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Crude Oil Prices 


No changes reported in crude oil prices in week 
ended Nov. 21. For complete crude price sched- 
ules, see P. 56 of this issue. 











uct continued strong in face of relatively scarce supply. 
Little change was reported in status of other refined prod- 
ucts, and open market trading generally was slow. 

As result of price increases reported by a number of 
refiners, residual ranged higher in Oklahoma, Arkansas, 
Kansas and East Texas. 

In Oklahoma, ranges were up 5¢ bbl. for No. 6, for 
both local and northern shipment, to $1.40. Even at this 
price, however, several resellers said it was hard to find 
material, and most Oklahoma refiners said they were able 
to supply regular customers only. 

In Arkansas, Nos. 4, 5 and 6 were up 5¢, to $2.15, $1.95 
and $1.80, respectively, while in East Texas No. 6 was 10¢ 
higher, at $1.50. Changes reported by Kansas refiners 
raised range low for No. 5 to $1.90, and for No. 6 to $1.45. 

Price reductions, meantime, were reported by some re- 
finers for gasoline. In most cases, however, these reduc- 
tions did not change range lows, because other refiners 
were already quoting lower. Demand for gasoline was light, 
and one .Kansas refiner said market was “very sloppy, 
with considerable ‘discount’ material around.” 

Burning oil market wasn’t much better than gasoline, 
although no distillate price reductions were disclosed. Trade 
sources said these light oils were still waiting “for a turn 
in the weather,” and some refiners said they were “con- 
cerned” about their inventories. 

Lubricating oils also were slow, and most reports pointed 
toward weak prices. 


Western Penna. 


Lube Oils, Gasoline Quoted Lower 


Prices for base lubricating oil stocks were down another 
1¢ in Western Penna. the past week with both bright stock 
and neutral oils quoted at new low prices for 1953. Gaso- 
line prices for both regular and premium grades also were 
off 0.3¢ to 0.4¢ gal. in Pittsburgh and Oil City Districts. 

Status of other products generally was unchanged with 
wax continuing firm, and distillate fuels quiet as warm 
weather hung on. 

Reduction of 1¢ in bright stock and neutral oils was 
reported by one refiner to (all 25 pour test) 18¢ for bright 
stock, 22¢ for 200 vis. neutral, and 19¢ for 150 vis. neutral. 
This brought total decline in these base stocks for motor 
oils, since the 50¢ cut in Penna.-grade grades in mid-Sep- 
tember, to 6¢, 4¢, and 5¢ gal. for the three products, 
respectively. 

While lack of export demand has caused bright stock to 
pile up, several refiners said they were enjoying fairly good 
demand for neutrals and were not inclined to meet the 1¢ 
reduction made by one refiner. Reports from other sources, 
however, said prices for all base stocks were “weak,” with 
demand at low ebb. 

Reductions in tank car prices for gasoline in the Oil 
City and Pittsburgh district reflected recent cuts in postings 
along the eastern seaboard, refiners said. Regular-grade 
gasoline was quoted at 13.95¢ in the Pittsburgh district, 
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and Oil City prices were off to 14.75¢ and 13.75¢ for 
premium and regular, respectively. Several refiners declared 
that shipment of gasoline continued in good volume and 
inventories were low. 


ASPPA Short on 2 Fuel Requirements 


Washington—For first time in awarding current series of 
bulk fuels contracts, Armed Services Petroleum Purchasing 
Agency has stopped short of filling first six months’ require- 
ments in two categories—Gulf, East Coast and Caribbean 
Navy Special fuel oil, and West Coast marine Diesel fuel. 

Requirements, as of late the past week, were short 200,- 
000 bbls. on Navy Special and 190,000 bbls. on marine 
Diesel. 

ASPPA officials explained that bid prices rose so sharply 
when it came to filling remainder of requirements that they 
did not feel justified in making purchases now. 

Agency could advertise for new bids or might just wait 
to see if additional supplies really are needed. 

Latest awards are: 

Invitation 54-29—7 million bbls. Navy Special, Gulf, East 
Coast and Caribbean: Esso Export Corp., 5 million bbls., 
Aruba or Amuay, Venezuela, $2.23 (maximum $2.453); 
Hess Oil Co., 600,000 bbls., $2.07 (maximum $2.387) at 
Houston and $2.52 (maximum $2.772) at Norfolk; Sinclair 
Oil Corp., 600,000 bblis., $2.23 (maximum $2.453) at 
Houston; The Texas Co., 600,000 bbis., $2.05 firm at Port 
Arthur. 

Invitation 54-30—1,155,000 bbls. Diesel marine fuel (50 
cetane), West Coast: Tide Water Associated Oil Co., 455,- 
000 bbls., $4.07 firm at San Francisco; Edgington Oil Re- 
finery, 75,000 bbls., $4.158 with no maximum at Los 
Angeles; Union Oil Co., 435,000 bbis., $3.86 (maximum 
$3.99). 


LP-Gas Prices Continue Easy 


There were loaded tank cars of propane waiting for 
orders in West Texas the past week, and Mid-Continent 
reports generally pointed to continued easiness in liquefied 
petroleum as prices. 

Warm weather slowed sales in all areas except a few 
points in Southeast, according to reports of several pro- 
ducers. Orders generally were “way below” contract quanti- 
ties at producing points in Oklahoma and Texas, and one 
West Texas supplier said it was question of either loading 
tank cars with propane in anticipation of orders, or flaring. 

Spot propane reportedly could be found readily at 3.5¢, 
Group 3 basis. Contract prices, however, were generally 
unchanged at 4¢ for propane, and from 4¢ to S¢ for 
butane-propane mix and butane, Group 3. 





NPN Gasoline Index 


cents per 
Dealer T.W. 


gal. 

Tank Car 
Nov. 23 ... a 16.36 12.62 
Month Ago . ee j 16.48 12.70 

+ ae 15.26 11.64 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 


ea on Soe eee eaten Sees ae 
~grade 














PRICES 


in effect November 23 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 


(3)12 .5-13 .125(2) 
(3)11 5-11. = 
10.5-11.1 


. (4)12.25-13 .125 
(4)11 25-11 .625 
10 .625-10 .875(2) 
MIDWESTERN (Group 3 basis) 
x(3)12 .25-13 .125 


.. (5)11.25-11 .625 
(2)10 .625-10 .875 


N. TEX. (Texas & New Mex. shpt.) 


13 .75-14 .25 
13-13 .75(2) 

12.75 

11.75-12.7 


. (2)11.75-12.25 
| 10.75-11.8 


W. TEX. (Texas & New Mex. shpt.) 
. 13.5 
13-13 .75 
138 


11.75-12 .26 
11.25-11.5 


13.5 
13-13 .75 
13 
11.75-12 .25 
. Reg.. 11.75-12 
60 Oct. M & below.. (2)11-11.125 


CENT. W. TEX. (Truck transport lots) 


82 Oct. Reg.. 
60 Oct. M & below.. 10 .6-11 .625 


CALIFORNIA 


(2)14.1-18.1 
(2)188 1-15 .6(2) 


17 .85-18.6 
15 .85-16.1 


17 85-18 .6 
15 .85-16.1 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 

Cad cvawaneesdcceas 8 .875-9. 
42-44 w.w.. late eatin 8 .875-9. 
Range oil. i 8 875-9 .25 
58 es above D.I. Diesel. . (2)8.625-9. 
No. 1 fuel 8. zs. 


8(2) 
No. 6 fuel x(2)$1.40-1. 
OKLA., Group 3 (Northern shpt.) 
Se Wn J bso va scbecvwe’ss (5)8 .875-9. 
Range oil. 
58 fs toa D.1. Diesel 


No. 1 
No. 2 fuel.. 


No. 6 fuel 


MIDWESTERN (Group 3 basis) 


> hubs vc Ota xe whee (3)8 .875-9. 
42-44 w 
58 & above D.L. Diesel 


No. 2 fuel... 
No. 6 fuel... 


9 .2-10(2) 
9.5 


(2)9-9 .75(2) 


No. 6 fuel... . $1.35-1.75 


W. TEX. (Texas & New Mex. shpt.) 
41-43 w.w........ . 


ARK. (For shipment to Ark. & La.) 


ractor fuel 
52 & below D.I. Diesel 
58 & spore D.1. Diesel 


WESTERN PENNA. 


Kerosine 


uel. . 
36-40 gravity fuel... 


Pittsburgh: 
11. 


11.4 
(3)10 9-11. 


0.2 
36-40 gravity fuel.. (2)10 9-11 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 
12 .35-12.8 
12 .35-13.2 
12.3-12 8 
(2)11 5-11.85 
At 175- : 


(2)8 
es a (2)7 8. 25(2) 
AP edb owXccvatecccss (2)7-7 .75(2) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Diced! “Light & Med.)....... 


CALIFORNIA 

San Joaquin Valley Dist.: 

oe eee 
vy fuel (PS a. - 

Thebt’' fuel (PS 300).. 

Diesel fuel (PS 200).. 

Stove dist. (PS 100)... . 


14.4-14.8 


13.7-14.8 


San coma Dist.: 








42-44 w.w.. 
No. 1 fuel. 

No. 2 fuel... ... 
No. 6 fuel 


WESTERN PENNA. 
Bradford-Warren: 
90 Oct. Prem. 


15 .15(2) 
86 Oct. Reg...... 


14.15(2) 


9.25 
9 .75-10 .75 40-43 w 


9 .25-10 .25 Heavy fuel (PS 400)... * 
(2)9 .25-9 .5 nate 
$1 65-1 .90 


14.3-14.8 

$2.05-2 15 
5(2) 

12.2-13.3 


Stove dist. (PS 100)... 13.7-14.8 


E. TEX. (Truck transport lots) 


Ol City: 
98 Oot. Prema... occs sss 


“14.75-15.15 
86 Oct. Reg...... 


x18 . 75-14 .15(2) No. 1 fuel 
No. 6 fuel........... 
Pittsburgh: 


sea one D.I. Diesel . 


Los oe Dist.: 
9 .5-9.75(2) 
(2)9 .5-9.6 eal 
8.75-9.75 


ceceeeee (2)13.8-14.2 
vy fuel (PS 400)... || $1 .80-2.10 
+ 25-2 .30(2) 


SH - 9 625 yao 
. .¥(4)$1.50-1 .60 i (PS 2 ; 0.25-18.2 


Stove dist. (PS 100).. "6 5-14.7 


CENT. W. ee eee (Truck transport lots) 


41-43 w 


Ohio—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


KANSAS (For Kansas destinations only) 
42-44 W.W.... en eees 
52 & below D.1. Diesel 
58 & above D.I. Diesel 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
bere 5-15. .~ 


25 (2) 


Prices herewith are reproduced from Platts OJLGRAM Deity Oil 


Price Service, associat with National Petroleum News, whose 
resentatives in all NPN-OILGRAM offices devote their time nw Bn 
to reporting oil industry prices everywhere. 

Prices tables are — prices or quotations or general a 
or posted prices by by pipeline terminal operators, and by 
tanker terminal operators; for ——« sales and shipments; for the busi- 
ness day or period stated; except T: Wagon prices, prices are for 

lots such as tank car, truck transport, barge; i peices. apply to 
lots only, so ger oe Te- 

» except where For is 

in cents per pow ex ali feew and ‘taxes 

products wfully produced and transported; re- 

ILGRAM and National Petroleum News but not 

ibers’ private use only and not for resale or 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district. 

FOB GROUP 3 
s. 816-9 876 5.5 (Quotations) 


8-9 625 FOB BRECKENRIDGE 


x$1 .90-2 20x 


«$1 .45-1.75 5 (Quotations) 


distribution or publication. During period of short supply, some sellers 
and at times all selle withhol uotations to new customers er the 
posting of firm apes give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers and such prices er in the price tables. 
Gasoline ratings are ASTM Research and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM ier Method. For further details of price conditions a ply 
to any NPN—OILGRAM office or see back of any OJLGRAM 
Service invoice. 

For complete price service delivered daily from nearest OILGRAM 
ublishing fice New York, Cleveland and Houston, address Platt’s 

ice Service, Inc. 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U.S.: $150 per year, payable in advance. 
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PRICES in effect November 23 at Refineries 


Naphthas & Solvents 
oe Group 8) 
at em ph 


12.875 
(2)18 . 125-13 .375 
(2)14 125-14 .625 





Stoddard solvent 
OHIO—Quotations of 8.0. Ohio for delivery 
to Ohio points: 
u —F-p na — 18.0 
- ts & stoddard 
17.0 
15 .875 


12.25 
CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent 11.5 


KANSAS (For Kans., Dest’n. only) 
Stoddard solvent 12.6 


ATLANTIC COAST 


V.M.&P. Mineral 
Naphtha Spirits 

New York Harbor. 18(4) 17(5) 
17.5(4) 16 .5(5) 
conch 16.5(3) 
18 .5(4) 17.515) 
on 17.5(5) 


Petrolatums 
WESTERN PENNA. 


(Bbis., carloads; tank car, 1 to 1.5¢ less) 
Snow white. Bea 7.125-7.75 
Soft white 6. 75-7 .375(2) 
6 .625-7 .25 
6 .125-6 .75(2) 
6. 15 
6. 


Lubricating Oils 


WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 


Viscous Neutrals—No. Sot, Vin. ot Tm 
Vis. (180 at 100°) 420-425 


25.5 

24.5 

x22-23(3) 

22.5 

21.5 

(2)19-20(2) 

145-155 vis, at 210°, 540-550 fl. No. 8 col. 
10 p.t. 1.5 
30 5 
18-19(3) 


15(2) 
17 
24(2 


is, for domestic age “* 
" . at 210° Neutrals, vis. 
100°, 0-10 p. p. 


Neutral Oils—Conventional 


Bright Srect-Copventionst 


20 .5(2)x 
x20-20 5x 


x19 .5 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 vt. (3 )23-24(2) 
Neutral Oile—Solvent (95 v.i.) 

(2)16-17(2) 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis. at 2,0° 
150-160 vis., 0-10 pour test, 
o95 v4 21 .6-22 .5(2) 


and Terminals—Cont. 


Neutral Oile—Vis. at 100°; 95 v.i.: 0-10 p.t. 
(2)14-15 
15 .25-16 
15 .75-17(2) 
1775-18 .5 
SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB S. Tex., refineries for do- 
and/or export shipment.) 


PALE OILS: 


(2)18-18. 


12 
18 
14 
15 


16 
(2)17 .25-17 
(2)18-18 .75(4) 








Mtd. 79 First Street 
by SCULLY SIGNAL COMPANY cambridge 41, Mess. 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 








New York 





Marketer of Petroleum Products 
NEW ENGLAND PETROLEUM CORPORATION 


Boston 











Day in and day out UNITED’s fleet of 
tank cars shuttle back and forth across 
the country carrying out UNITED’s policy of service to 
its customers. UNITED’s customers know what this policy 


means.. 


. not only the finest in 100% Pure Pennsylvania 


Lubricating Oils but also deliveries on schedule, tech- 
nical assistance and advice, and a sympathetic under- 
standing of customers’ problems... . 


Write for free, illustrated book, “A Story of Progress” 





THE WORLD'S 


.. 100% PURE PENNSYLVANIA OIL 


MEMBER 7.G.C.0.A PERMIT Mo. 24 


UNITED REFINING COMPANY, WARREN, PA. 
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LPG Prices 


(Of FOB refineries, in . 
me — 


WESTERN PENNA. (T.C., in Bulk) 


White Crude Scale: 


122-124 A.m.p.............. 
124-126 A.m.p.............. 


Range oil 
No. F tuel 


Atlantic & Gulf Coasts 


bunkers prices are exclusive of 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators. FOB their 
terminals, Ships’ lighterage. 


86 Oct. 


14.15-14.3x 
18-14.1 


15(6)x 
(2)18 .1-14.4x 
x18 


83 Oct. 


| Kerosine 
No. 1 Fuel (*) 
gave 10.5(19)x 
10.4(19)x 
11,309) 
11.10) 


i2'9 
— 


No. 2 Fuel (*) 
9 .5(19)x 





14.9-15.2 
x12 8-18.25 
11,5-12.5 





Houston 138 
Jactnatine..: faite 
Miami 4 


12 


9 .9(16)x 
10.2(5) 





(@2)i2.25-12.3 
(2)18 .4-18.7(6) 
18.7 
18.4(8) 


-25-14 .26 
-25-14.3 
< Peebieaed 


10 .65(8) 





14.78) 
12.6 


12.6 
x18-13 .3x 
18.4 


oes 10 .6(8)x 
11.8 (2)10.8-10.88(2) 
«+e» 910.8 


9.6(i1)x 
9.1-9.3(2) 
8 .25-87 

10 .05(6) 
10.2 





14.3-14 .5(2) 
14.4 


11.1(10) 
11(10) 
11.8(5) 


11.8(9) 
x(2)10 9-11 .2(7) 


10 .65(3) 
10,8(9) 
x(2)9 9-10 .2(7) 





18 .4-18 .7(5) 
18 .2-18 .6(4) 


x12 .6-13.15 


if 


11.8(7 
11.78 


12.55 11(7) 


Diesel Oil (*) 


9 .9(8)x 


ibis 


$4,18(4)x 


4.84(4) 


Light Diesel 
Shore Plants Ships’ Bunkers 
(50 cet., 55d.i.) (45 cet.,45d.i.) Ships’ Bunkers 


10 .65(7) 
10 .55(6) 


10.2(7) 


Heavy Diesel 
$3 .80(4)x 


4:01 





bgeote| nove. 208d 
SR/eS: 23 


nw 
_-= 
—— 9 
a 
~ 


3.14@) 
4.25 (3)x 
4s 


9.4 


10 86) 
10.8(2) 


8.3 


8.16 





98) 3.146) 


10-688) ‘ine 


8 .49(6) 





eece 4.116 
10(5)x we 
)9.7-9.8 8.74(8) 


16 .45(4) 4.84(8) 
10.2 


$.49(2) 





eS) 
4:478(4) 
4.38 


10.60) 
10 |65(4) 
10-34} 
10.6(4 


1010) 





a 





x7 .25 
x(2)7 .25-7 .6(2) 
x(2)6 .45-6 .55x 
x(3)6 .25-6.5 


7.4786) 
4.429-4 .481(4) 


4.30(8) 


10-66) 
10.55(6 


10.8(2) 


Mexican Bunker Prices 
U. 8. DOLLARS PER BBL. OF 159 LITERS 


a 
FE 


No. 6 Fuel 
Max.1,% 
Salfur 
(2)$2.85-2.48 @ 
2.43 


No. 6 
Maxz.1, 
Sulfar 


-86-2. 


e 
Fi 


| 


& 
Bo 
ef 


= 

a 
~ 
-~ 
ro 
~ 





88 


Ba 


Ban 
ee 








y 


bo 
or 
= 
a 
— 
0009 po] nO NO PO) NORD NO H+] + ROR +| BO- 





—~~ 


eBek/ snes 


a8 


- 





7.36) 7.06) 


2.44-2.54 











Fuel 2.41 
@®.S. 400) eose 
$1.80(6) 
1.85(4) 
2.10(4) 
2. 10(4) 


Fuel 
(P.S. 200) 
$4.20(5) 

4.41(4) 
4.62(4) 
4.62(4) 





gelesen: gage 
ast 








(*) At Atlantic Coast refineries and terminals south of Maryland, and at Tampa, priees of some sellers to 
commercial consumers are 0.15¢ higher than prices shown above. 
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PRICES in effect November 23 at Refineries and Terminals—Cont. 


Gulf Coast—Cargoes, Domestic & Export, All Ports 
Cargo prices are FOB ship at U. S. Gulf, peareeet 08 S000 EM. cat one by oom oe & 
other refiners, export agents, or tanker terminal operators. The figure in paren 
price indlentes the number of companies quoting teat price. 
Aviation Paatine (MIL-F-5572) Kerosine & Light Fuels 
41-43 w.w. Kerosine 
9(2)-9 .25-9 .5(2)-9 .625(3)-9.75(2) 
No. 2 Fuel 


Grade JP 9.75(2) x8 .125-8 .25-8 .5(2)-8 .625(3)-8 .75(3)-8 .875 


95 O-t. Premium 


13 .26(2)-13 .875(2) 
93 Oct. Premium 


12 .5-12. 7) 875-13-13 .25(2) 
Oct. Premium 12 .25(2)-12 .875-12.5 


11.6(2)-11 .75(5)-11 .875-12(2)-12 .25 

11(2)-11 .25(2)-11 .875-11 6-11.75 

79 —- 11(2)-11 . 125-11 .5 
70-72 Oct. M Leaded... .10-10.5(2)-10 .75-11(2) 


Diesel & Gas Oils 
eeesseacd 8. 05 eG s. 


43-47 Diesel I 
48-52 2 Diesel Index... 8 aeeeneY  ~ 
58-57 Diesel Index 


Heavy Fuele—Cargoes 
No. & Fuel, 0-10 p.t................- $2. F 
Bunker “C” Fuel. $1.85 (9)-1 90-2. 


Middle East Crude Prices 


Company 


- 


weve vvvevowwweg 


Esso Ex 
M. E. Crude Sales 
Socony-Vacuum 


Esso 

Anglo-[ranian 
Petroleum 

a 


Galt Bolonat f Exploration 
sanesremee 
Shell Petroleum 
Socony-Vacuum 


shatith 





gies 


3 
3 
SRSRVVSSRELES 


BD OD OD BD tt et et 


: 
| 
i 
i 





ae 





Socony-Vacuum 
* Price shown incorrectly in Oct. 28, 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of eargo-lot quantities FOB 

deepwater terminals at ports named, and are subject to crude availability and ay oe gp ag re 

quirements; 2c per bbl. differential per degree of gravity applies for — below and above 
shown, except for nillas Weavy for which price shown applies 

Price applicable for each cargo is that in effect at time vessel t f 

made in fields, prices shown are basis for such purchases with oS ~~ %, = = 

minaling and pipe line services in accordance with published tariffs. Purchases 


by Creole not 
subject to contracts with Venezuelan government are made at prices established by schedule shown 
below less le per bbl. 


Lebanon 
and 18 issues of NPN. 


Zz 
° 
2 
a 
~ 
= 





Price 
$/Barrel soathinen 
$1.76 LasfPiedras or Amuay 


2.18 
2. fas Pledras or Amuay 


Gravity API 


Puerto La Cruz 





no g0 none no go. g0t0 89 10 094 
Seeeeseseersac: 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
MIL-F-5572, unless otherwise noted.) 


10-76-11 .15 
11_3-12.15 
10.3-11.15 


14) 
7.85(4) 


11.95(8) 
1i.2-11..45(8) 
8.8502) 
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ANK CAR BUYERS 
Ey 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 





REFINERS MARKETING CO. 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE. NEW YORK 20. NY 





EXPORT 
DRUMMING 
30 £. 40 St., N. ¥, C. 

















1213 West Third 
Cleveland 13, Ohio 














Tank Wagon Prices 


gasoline do not 

as shown in next column. 
olumn, include 2c federal, and state taxes; also 
as ted footnot Kerosine tank on 
not include taxes; kerosine taxes where levied are indicate 
Discounts, if any, are shown in footnotes. These prices in 


Atlantic 
Refining 





Atlantic 
G ne Kero. & 
(Regular Grade) No.1 No. 2 
Cons. Dir. Fuel Fuel 
T.W. T.W. Taxes T.W. T.W. 
u16.2 x16.27.0 15.1 
x16.7x°°16.7 15.65 


Allentown, Pa... 


_ 


eosooooso: SoooooS 


Wilkes Barre. ... 
Williamsport. ... 
Wilmington, Del. 
Hartford, Conn. . 
New Haven. 

Boston, Mass... . 


ARaAKOSBANNAwNAN 


. **15.6 x*15.6 5. 
Newark x*15.6 x*15. 
Albany, N. Y.... 0 x6 
Binghamton..... x16. 
x16. 


AARARAARAAIAMAIA, AIAIIAa 


me 
7 
AH 


Baltimore, Md.. . 
Richmond, Va... xx15.6 xx15. 
Charlotte, N.C. . xx16.2 xx16. 
Jacksonville, Fla. 


xx15.5 xx15. 


~ 
a 
arab rr darnornod 


eooseesoeosesoooeseS 


OOOO DAAAH 





Notes: 


Kerosine—Thru Pa. & Del., add 1c per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden-—-Add 1c for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 
Solvent. 

Effective dates: xNov. 7; xxNov. 10; x+Nov. 
11; x°Nov. 18; x°*Nov. 14. 


Cont’! (N. B. Prices are Continental’s tank- 

wagon prices. Current selling 
Oil may vary from those shown because of 
local conditions.) 


Cenoco Demand 
sa al Grd Gaso- 


Ggpuier) Goats) Huo 


Wagon Taxes T.W 
15.8 14.8 15.3 
18.2 17.2 17.6 
16.6 15.6 16.0 
. 16. 15.5 
15.9 16.3 
17.0 
19 0 
19.0 
19.0 


i 


i 
H 


aad Cal 
Sromae 
al 
3 
° 


Re 
a= wrore wie: 


Qe ansanes: 
Crwoeronwaacnwnoes 


11-11 - 





ean 


_ 
2 OO GD @ GO OD OD ~3 CO CD GO OD OO OO OD OD 


annonnooooooooooo 
rer Tt.) 
Bneanas 


Standard of 


include taxes; they do, however, i 
Gasoline 


include 
taxes, shown in 
and 


“prices, else do 
d in 


ect Nov. 
cH 


400 
16.1 
15.6 
17. 


(lls agell onall cael eal mace 


-_ _ 
SBLAwA DAA DO 
WOMOAABDAARD 


Standard Standard 
Diesel Standard Stove 


T.T. 
(400 gals. & over) (ex all taxes) 


Kerosine 
T.T. 


16.1 
15.6 


~ 
3 
oe 


Sd dade Led dotedadet 
SBAILaSeaee 
DIWSOINH AH HO 


is al 
Gals 


23, 1953, as posted by 


"Teapeuen sae eahtone included in both gasoline and kerosine prices, 
t in an rosine 
unless otherwise speci * are as follows: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind 
2/2S¢e; Kans. 1/100c; La. 1/32c; Minn. 3 200c; Mo. 1/25¢e; Neb. 2/100c; 
Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25¢; S. C. 1/8; S. D. 
only:Ala. 1/2c; Iowa 1/50c; Mich. 1/Se. 


principal marketing companies at their headquarters’ 
to correction, 


1/40c; Tenn. 2/5c; and Wisc. 3/100c. 
Kerosine inspection fees 


EVRON 
Av. 80/87 Gaso- 
T.T. line 


Esso 
Standard 


Atlantic City, N. J.. 
Newark 


. &over Taxes 





RSSSESRSSRRScs 
oon -2o O con D 
#& 00 ~3.00 00 00 00 00 ~3~3.00 8 G0 
concooumamonooooe 


Furnace Oil 
Oi T.T. T.T. 


12.7 14.2 
18.7 
15.0 


17.6 


OOO OOOO OOOO OO OS OO WW ~3-3-3 3 WH HH IH OH 
mooooocoocoooooecoeooooooeSoooooSoSoSS 


'“ NaphthasT.W. & Steel Bbis. 
Min. Spirits V.M.&P. 


19.5 
26.5 


mat 
cit 


ft 
ans 


FUEL OILS—T.W. 

° Ne.1 No.2 No.4 No.6 
Atlantic City, N.J.14.4 18.4 ..... niin 
Newark x13.8 «12.8 $8.744 $2.836 

14.1 18.6 8.79 2. 
14.0 4.06 2.89 
13.2 cece esee 
13.8 
13.9 


— 
wo 
a 


es 
© 0 tm G0 or ne tO -2 


3 
£37 
etry rs 


burg : 

Taxes: Louisiana kerosine prices 
1c state tax. 
Notes: Kerosine No. 1—Atlantie City 
100-299 gale: 2c for leas than 100 gals. 
lor 

No. 6—W: ice is for min. delivery of 
Agih ean fr mle ary of Ea et 


per bbl. 
x Effective Nov. 20. 
(Prices are per 4 x ¥ gal.; to 
Imperial arrive om per U. S. gal., sub- 
Oil =e 
asoline 
Grade 
Gasoline 
Taxes 
14.0 


15.0 
18.0 


do not include 


; 


ices are 
le for 


i 


ree 
Pa 


B 
3 
H 
| 


Ht 
i 


s 
a 
4 


eee 
Corr Corr wew 
e644 6.46.04 4 
coocoooooo 


BERNRREBEES BESS 
liana 


CeCarraAameHer pro 
SRENERNREES EER 
SeaHnwameueHw wie 


i 
oo 
oo 


Taxes: Gasoline taxes are provincial taxes. 
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Tenet Bevene ean purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 


Discounts: Aviation—on contract to hangar operators and resellers, 2c off 

Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add le per 1-49 add 2e 
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Taxes: St. Louis, Mo., gasoline tax includes 1c 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 4c state tax. State 
sales, tion, & use taxes to be 
added where applicable. 

*“Temporary” price. 
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CRUDE OIL PRICES—in $ per bbi. of 42 U. S. gals. at the well, except Canadian prices as noted. 
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Prices in fields east of California were ef- 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices are shown by states and by gen- 
eral areas in most states. Details of fields 
where each company posts and exceptions to 
gravity schedules as shown above will be fur- 
nished on uest to NPN. Scattered fields on 
gravity schedule as well as fields for which 
fiat prices are posted are shown in the Fiat 
Price Section. 


RAVITY SCHEDULES 
ARKANSAS Sweet Crude 
a A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia. 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohio Oil. 


COLORADO—Sweet Crude 
Schedule A: ook Phillips, Pure, Sin- 
clair, Texaco. 


Kansas—All fields 

Schedule A: Carter, Cities Service, Con- 
tinental, Gulf, Phillips, Pure, Shell, Sinclair, 
Stanolind, Texaco. 


LOUISIAN A—Central 

Catahoula Lake dk Other Fields: 
Schedule N: 

Hemphill & Other Fields : 
Schedule 0: Esso, Gulf, Stanolind. 

ae & Other Fields: 

hedule P: Ark. Fuel, Esso. 


LOUISIAN A—Coastal 
Edger! 


Fields : 
(24-29 gravity): Cities Service, 


ete gy ay 
Delhi & oo 
— Stanolind, Sun. 
Fairview & ‘Can Fields : 
Schedule O: Esso. 


LOSE ANA —Beet 


ice, Conti: tal, Eeso, 
Magnolia, Pure, Sheil, Stanolind, Sun, 


MISSISSIPPI—Enucutta & Other Fields 
Schedule Q: Esso, Gulf. 


MISSISSIPPI—F: ie & Cher Fide 
Se cava ea 


Sasret—-Crerten & Other Pieiés 
hee 
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MONTANA—Sweet Crude 
Schedule A: Carter, Phillips, Ohio Oil, Stano- 
lind, Texaco. 


MONTANA—Sour Crude 
Schedule R: Carter, Continental, 
Stanolind. 


NEBRASKA—AIl fields 
Schedule A: Pure, Sinclair. 


NEW MEXICO—Intermediate Crude 
Schedule D: Atlantic, Cities Service, Con- 

tinental, Gulf, Humble, Magnolia, Phillips, 

Pure, Shell, Sinclair, Stanolind, Texaco. 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities Service, Con- 
tinental, Gulf, Humble, Magnolia, Shell, Sin- 
clair, Stanolind, Texaco. 


OKLAHOMA—AIll fields 

Schedule A: Carter, Cities Service, Con- 
tinental, Gulf, Magnolia, Phillips, Pure, Shell, 
Sinclair, Stanolind, Texaco. 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Cities 
Service, Gulf, Humble, Magnolia, Ohio Oil, Pan 
American, Phillips, Shell, Sinclair, Stanolind, 
Sun, Texaco. 


TEXAS—East Central 
Schedule B: Humble, Sinclair. 
TEXAS—Gulf Coast 


Aldine & Other Fields: 
Schedule P: Pan American, Phillips, Stano- 


Ohio Oil, 


er Fields: 
Service, Gulf, Humble, 
Magnolia, Pan American, Phillips, Pure, Re- 
public, Shell, Sinclair, Sun, Texaco. 
Arcola & Other ids : 


Fiel 
Schedule J: Atlantic, Phillips, Pure, Sinclair, 


co. 
Creek & Other Low Cold Test Fields: 
E (24-30 Gravity): Humble, Pan 
Stanolind, Sun, Texaco. 
er Fields : 


le E (20-40 Gravity): Atlantic, Gulf, 
Humble, Pan American, Stanolind. 


TEXAS—North, North Centra 
— 


tral 
Schedule A: Gulf, 
Sinclair, Stanolind, T 


Magnolia, 





Other 
ichedale L: Humble, Texaco. 
TEX AS—Panhandle 
Schedule A: Gulf, Humble, Magnolia, Phil- 
lips, Texaco. 


TEXAS—Southwest 
Bianconia & Other Fields 

Schedule I: Cities Sorvien, Continental, Hum- 
ble, Pure, Stanolind, Sun. 


Kelsey & Other Fields: 

Schedule H: Humble, Sun. 
Mirando & Other Crudes 

Schedule G (24-29 Gravity) : 
nolia, Sinclair, oun Texaco. 
Refugio & Other Crudes 

Schedule G (20-40 Gravity) : Atlantic, Cities 
} aga Humble, Phillips, Republic, Sinclair, 
un. 


TEXAS—West Central 
Schedule A: Humble, 
Texaco. 


TEXAS—West Texas Sw 

Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Sour 

Schedule C: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Ohio Oil, Phillips, Pure, 
Shell, Sinclair, Stanolind, Texaco. 


WYOMING—Sweet Crude 
Schedule A: Carter, Continental, 
Pure, Sinclar, Stanolind. 


WYOMING—Sour Crude 
Schedule R: Carter, Continental, 
Pure, Sinclair, Stanolind. 


Humble, Mag- 


Magnolia, Stanolind, 


Ohio Oil, 
Ohio Oil, 


FLAT PRICES 
(Listings also a fields on gravity 


schedules 
newegg 
T 4 +, A + 
Sandstone — (Esso) 
Smackover (Ark. Fuel, Galt) 


ILLINOIS 

Eastern Illinois (Ohio Oil) le below. Schedule J 

Illinois Basin (Ashland, Cities Service, 
Continental, Gulf, Magnolia, Ohio Oil, 





8.02 

3.02 
rter) 8.02 

Plymouth (Ohio Oil) 2.69 

INDIANA 

Indiana Basin (Ashland, Pure) 3.02 

Western Indiana (Ohio Oil) Ic below.Schedule J 


KENTUCKY 
Butler Co. Area (Owensboro-Ashland) 
Owensboro Area (Ashland) 
—, Grade (Ashland) 
Grade (Ashland) 


LOUISIANA 
Bayou Pig 
Bear (Continental) 


3.02 
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NATIONAL CAN 


SHE 
WORKS FOR 


YOU 
IN 
“QUALITY CONTROL” 


Throughout regular production runs, sample cans are 
brought to Mary Stryczek in the “Quality Control Labora- 
tory.” Specially designed precision cutters prepare a cut 
across the double seam and the cut section of the can is then 
placed into the “Seam Projector.” This amazing scientific 
instrument projects an enlarged picture (39.4 x enlargement) 
showing the body hook and end hook. The projected picture 
is calibrated with built-in calipers to verify accuracy of man- 
ufacture and correctness of “Butting”, which helps guarantee 
you a perfect bottom seam and a better can. Typical 
National Can Service—where it counts! 


NATIONAL CAN 


CORPORA T 1 


Piants At: BALTIMORE, MD. + CHICAGO, ILL. - i nal N.Y. 
CLEVELAND, OHIO * HAMILTON, OHIO and WARREN, OHIO 
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Riverton Dome (Stanolind) ...:.. Sehe 


North Sand Draw (Sinclair) 
Werts (Sinclair) ................ 


Oregon Basin (Ohio Oil 
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CALIFORNIA 


(Seep) ........... 
S. O. California prices effective Feb. 16, 1953. All gravities above those quoted take highest price offered for the field specified. 


3 
3 
: 
a 
3 
5 
3 





Seep, 6-16-53) .... .... .ceaees- 


Lima (8.0. Ohio) 


(Carter) 


Grade 
(Sept. 21, 1953, except Zanesville Sept. 22) 


Bradford, Pa. 


ee —_ speeanivs 
Darst Creek (Humble, Magnolia, 


Atlee (Republic) 
Texaco) 
Pearsall 


PENNSYLVANIA—Penn. 


Cleveland 
Corning ( 
Agua Dulce (Republic) 


TEXAS 


Darling 


Pondera (Phillips) |...............Sehe. 


Cat Creek (Continental) 


MONTANA 











2.74 
2.92 
3.10 
2.75 
1.50 


3.00 
each 
; other postings may 


of 


postings 


hest 





on request to NPN.) 
Bay Pipe Line: 


UES oi ks 5 6ERDES de 


(Ark. Fuel) 

are shown 
City .. 
other 


Platte 


MICHIGAN 
Sanford & other fields 


Adams Heavy & other fields ......... 
Leonard Pipe Line @1648)05° OO 


Clare 
Fork & 





Bivens (Atlantic) ........... 
Cenees: SOD: oe scoccvecctdscs 
Sweet Lake 

Urania 

Ville 

(Only lowest and h 

be obt 











OISPLAYED: Ante 
UNDISPLAYED. = be Sale”, “W: to 
tions set in this size without 
charge $7.50 r insertion. 





CLASSIFIED 


set in special type or with border— 


. “Help Wanted”, 


classifica. 
ensitles®, Miscdllencows clessiSes- 





Position Wanted 


SALES OR SALES MANAGEMENT with inde- 
pendent oil company. Ten years major 
company and four years independent 

sales experience in station, comme and 
wholesale gasoline, ng oil, motor oil and in- 
dustrial oils. Bex 840. 


For Sale 


FOR ye | 1942 SINGLE AXLE three com- 
partment Black Diamond trailer $595.00 and 
one 1942 Great Dane five compartment single 
axle trailer $895.00. Both have 

about 4,200 gallons. Thornell Petroleum 
pany, Florence, South Carolina. 


TRAILER TANKS—7 compartment Davis 
8500 box, air brakes, 
Standard Steel 


500 GALLON INTERNATIONAL TRUCKS, 
complete with reels. Good 


ridgeport, " 
6-1161 for further 





Bids: December 4, 1953 
Leasing for Operation of 
Certain Gasoline Station Facilities 
Along Thruway System 


Pursuant to the provisions of Article 2, Title 
9, of the Public Authorities Law, persons and 
corporations interested are invited to submit 
sealed proposals for leasing for operation of 
certain "Raton. station facilities along the 


Letting No. - Bids will be received for the 
operation gt ne stations in the vicinity 
of the following locations before December 4, 
1953, at 10:30 A. M. 


Lecation 
Sloatsburg (South) 
Sloatsburg (North) 
South Schenectady 

Pattersonville 
J i Ponds 
Clifton Springs 
Letting No. 2. Bids for the operation of 
gasoline station facilities in the vicinity of the 
following locations will be received before De- 
cember 11, 1953, at 10:30 A. M. 


Lecation 
Ruby 


Malden 
Indian Castle (West) 
aie Castle (East) 


East Pembroke 


Letting No. 3. Bids for the opera’ 
gasoline station facilities in the vicin 
following locations will be received 
cember 18, 1953, at 10:30 A. M. 


No. Location 
17 Canastota 
18 East Syracuse 


Section 


in connection with leasing for 
of the gasoline station facil set 


Author- 
ity, 119 Washington Avenue, Albany 6, New 
York. Persons and corporations interested in 
leasing such ns for operation may ob- 
tain from the office of the New York's State 
Thruway Authority, 119 Washington Avenue, 
Albany 6, New York, a copy of the following 
contract documents ay | as other informa- 


tion which shall inclnde the following: 


raway.. the 
tions 


the Thruway, and the procedure for sub- 
— a bid for leasing for operation 


Dra : 

a. Plot plan of service — area show- 
-s. intended developmen: 

b. ~ 4 ng, showing —, distribution 


c. Main floor plan of service station ares. 
d. Basement plan of service station 








An advertisement in NPN's 
Classified Section will 

you quick, effective results 
at low cost. 
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AC Spark Plug Division 
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ABOUT OIL PEOPLE 


IN RECOGNITION of his achievements in the oil industry, Otto D. Donnell (left), 
retired president of the Ohio Oil Co., Findlay, is presented the American Petroleum 
Institute’s “Gold Medal for Distinguished Achievement” at the institute’s 33rd annual 
meeting in Chicago, Nov. 11, by L. S. Wescoat, chairman of the API board of directors 


James A. Scott, manager of Scott 
Oil Co., Fair Bluff, N. C., says that 
his company completed a 50,000-gal. 
bulk plant last April and changed from 
Esso Standard Oil Co. to a Socony- 
Vacuum distributorship. 


George Hausmann, president of 
Washington Oil Co., Sinclair jobber 
in Washington, Mo., reports he re- 
cently completed a modern service 
station and has put in a TBA budget 
plan supervised by B. F. Goodrich Co. 


J. Grant Spratt, for the past 15 
years associated with. Anglo-Canadian 
Oil Co., Ltd., and president of that 
company since May, 1953, will become 
president of Trans Mountain Oil Pipe 
Line Co., effective Jan. 1, 1954, suc- 
ceeding R. L. Bridges. Mr. Spratt will 
continue as a director of Anglo-Cana- 
dian. He has been a Trans Mountain 
director since early 1952 and in 1950 
served as president of Western Ca- 
nadian Petroleum Assn. Mr. Bridges, 
appointed president when the company 


60 


was formed in 1951, will continue 
as a Trans Mountain director. 


John F. Stacy, president of Stacy 
Oil Co., Inc., Esso Standard jobber- 
ship in Fulton, N. Y., reports the 
recent completion of two new service 
stations, one in Oswego and the other 
in Fulton. The company now owns 
five stations and services 40 dealers, 
most of which are under lease. Plans 
call for two more service stations next 
year. Besides gasoline, fuel oil and 
kerosine, Stacy Oil handles industrial 
oil, greases, solvents, oil burners and 
burner service, air conditioners and 
asphalt. 


C. W. Stose has been appointed gen- 
eral manager, crude oil purchases and 
sales, for the Atlantic Refining Co., 
Philadelphia, succeeding the late J. 
Harry Lawson. Before Mr. Stose’s pro- 
motion he was assistant to the plant 
manager at the company’s Philadel- 
phia refinery. 


Ivan Salter recently built 32,000 gal. 
of additional bulk storage capacity for 
his jobber operation at Temperance, - 
Mich. Another improvement is new 
pumping equipment on his truck that 
includes a meter equipped to print 
tickets. 


Jack Cole, president of Jack Cole 
Co., Inc., Birmingham, Ala., has been 
elected president of the American 
Trucking Assn., succeeding Walter F. 
Carey. Mr. Carey, president of Auto- 
mobile Carriers, Inc., Flint, Mich., has 
been made chairman of the ATA 
board of directors. 

Elected vice presidents were: Neil 
J. Curry, president, California Cartage 
Co., Los Angeles, first vice president; 
C. J. Williams, president, Hillside 
Transit Co., Milwaukee; A. E. Cud- 
lipp, president, Lufkin Foundry and 
Machine Co., Lufkin, Tex.; and Rich- 
ard A. Moran, vice president, W. J. 
Halloran Co., Providence, R. I. 


Terence J. Rehill has been made 
distributor salesman for Richfield Oil 
Corp. in eastern Pennsylvania, New 
Jersey and lower New York. 


Joseph A. Kelley, vice president, 
Cities Service Oil Co., is petroleum di- 
vision chairman of a drive to raise 
money for the Travelers Aid Society 
of New York. 


Harry F. Rothschild, president of 
Rothschild Oil Co., Santa Fe Springs, 
Calif., recently bought a $200,000, 85- 
foot Diesel yacht. Rothschild Oil has 
an 8,000 b/d refinery and markets in 
Southern California. 

* 


George W. Epley, formerly with 
Anchor Petroleum Co.’s Omaha, Neb., 
Office, has been named manager of 
the company’s expanded Des Moines 
office. He will handle LP-gas, asphalt, 
refined products and pipeline gasoline 
sales. 

* 


Edward A. Morris has been made 
assistant section chief of Standard of 
Ohio’s traffic division, Cleveland office. 
Prior to joining the company last year 
he was a traffic assistant for Jefferson 
Chemical Co., New Pork. 


Matt W. Boz, assistant manager of 
the methods and statistics department 
for Shell Oil Co., has been named 
president of the New York chapter of 
the Systems and Procedures Assn. of 
America. 
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HEN a car owner asks for radiator anti-freeze, 
that’s the psychological moment to suggest a new 
Trico Arctic Wiper Blade for his windshield — and 
Trico Solvent for his Washer. 

Trico’s new Arctic de-ices itself as it wipes. Can't 
snow clog. When road splash hits the ‘shield in freez- 
ing temperature, nothing but a hooded Arctic Blade 
will take the driver through. Perfect. performance — 
when it’s snowing, when it’s raining. Fits curved and 
flat windshields. 

You'll make your customer — and your cash register 
— happy when you sell this safe-vision team. 


Trico All-Season Wind- 
shield Washer Solvent 
helps the Two Little 
Squirts do a better job 
winter and summer. 
Helps to “cut” oily dirt 
and trafic film from the 
giass. Slows down freez- 
ing and prevents jar 


For a timned period, 
every carton of 24 
bottles of Trico Sol- 
vent entitles you to 
this new E-Z Fill fun- 
nel for Washer refill, 
winter and summer, 
Ask your jobber, 


Trico Products Corporation, Buffalo 3, N. Y. 








with fresh, exotic 


HAWAIIAN 
ORCHID 


GIVE-A-WAYS 
they cost you mere pennies 
NOW— 
ORCHIDS DIRECT 
whe 





from Dept. A 


ORCHIDS OF 
HAWAII, INC. 


National Sales Office: 
54 West 56 St., N. ¥. 19 © Tel.: JUdson 6-8950 


Growing Fields and Packing Plant in Hilo, Hawaii 





ABOUT OIL 


John S. Morri- 
son, division man- 
ager for Ameéri- 
can Oil Co. in 
Atlanta, Ga., has 
been elected 
Southeastern dis- 
trict chairman of 
the API’s Oil In- 
dustry Informa- 
tion Committee, 
effective Jan. 1, 36. Recricce 
1954. He suc- 
ceeds George A. Beattie, chairman of 
the board, Wofford Oil Co., OIIC 
chairman for the past two years. 


Mr. Morrison joined Pan American 
Petroleum Co. in 1927 at Savannah, 
Ga. He became branch manager there 
in 1935, South Carolina assistant di- 
vision manager in 1945, assistant di- 
vision manager for Florida in 1947, 
and became Georgia division manager 
in 1949, 


PEOPLE 





B. F. Hart, manager of Osage Oil 
Co., Warsaw, Mo., says that his com- 
pany recently installed a 24,000-gal. 
propane storage plant and plans to 
add another 18,000-gal. propane tank 
next year. 








FIND OUT WITH 


REPLACEABLE — INTER- 
CHANGEABLE PARTS 





2 
PERFECTLY SEALED AND 
LEAKPROOF 


a 
CONTROLLED OIL FLOW 
« 
TUBE-STEEL SPOUTS 
. 

RUGGED 
CONSTRUCTION 
& 


DRAWN CANS — 
SEAMLESS BOTTOMS 











|, horizontal spout 





Kp MANUFACTURING CO. 


+ LINDEN AVENUE 


How Profitable can easy sales he? 


#B3103 


6 oz. ity nickel ploted contoiner. 6 
opacity P with 


PISTOL TYPE 
OILERS 


a Raa OER 


OILERS also available in 112 
pt. and 1 qt. sizes equipped 
with either horizonte!l orf 








YINTC AP 





John F. Shaw, sales supervisor of 
Du Pont Co.’s West Coast district 
office, Los Angeles, has been appointed 
assistant manager of the company’s 
central district office, petroleum chem- 
icals division, Chicago. He succeeds 
Barrett B. Russell, who was transferred 
to Wilmington, Del., as technical as- 
sistant to the sales manager, petro- 
leum chemicals division. 


Gordon L. Morlock has succeeded 
the late Edwin H. Horne as automotive 
sales department manager for National 
Refining Co., Cleveland. 


Lovett C. Pe- 
ters, vice presi- 
dent of Laclede 
Gas Co, &. 
Louis, has been 
appointed finan- 
cial vice president 
of Continental Oil 
Co. with head- 
quarters in Hous- 
ton. He was with 
Bankers Trust 
Co., New York, 
for 13 years, serving as assistant treas- 
urer for four years. 


L. C. Peters 


R. L. Johnson, formerly manager 
of Sunray Oil Corp.'s refining division, 
has been named to the newly-created 
position of manager of the refining and 
pipe line department, headquartered 
in T 

R. W. Griffith, who has been ad- 
ministrative assistant to H. W. Manley, 
recently resigned, has been named 
assistant manager of the department. 

C. F. McCarroll has been made 
manager of the gas sales division of 
Sunray’s production department, Tul- 
sa. He will handle gas sales contracts 
and sales of natural gas produced by 
the company throughout the Mid- 
Continent states. 


F. G. Buetler, assistant manager of 
Standard of California’s traffic depart- 
ment at San Francisco, has retired 
after more than 42 years with the firm. 
He is succeeded by Keith Miller, pre- 
viously the company’s traffic repre- 
sentative in Seattle. 


C. D. Hill, marketing manager of 
Carter Oil Co. at Denver, has been 
named manager of the Rocky Moun- 
tain district Oil Industry Information 
Committee. He succeeds R. A. Smith, 
Continental Oil Co. counsel. 
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New Products...new 
engineering developments... 
on-the-job reports 
IN EVERY ISSUE 


of the 


NEOPRENE 





YOU'LL FIND profitable reading in every 
issue of the Neoprene Notebook. 
Informative, up-to-the-minute arti- 
cles report on neoprene’s performance 
in products ranging from oil seals to 
conveyor belts . . . from motor mounts 
to work gloves. These engineering facts 
about neoprene are illustrated by spe- 
cific data, pictures, and drawings. 


The rubber made by Dy Pont since 1932 Wilmington 98, Delaware 
I am interested in receiving the Neoprene Notebook regularly. 


8€6. us. Pat. OFF 


Designers and design engineers find 
the Neoprene Notebook gives them ideas 
on how to use this versatile chemical 
rubber in designing a new product or 
improving an old one. Plant operating 
and maintenance engineers rely on the 
Notebook to bring them experiences of 
others who have solved production and 
maintenance problems with long-last- 
ing neoprene products. 


Name 


. I. du Pont de Nemours & Co. (Inc.) 
ubber Chemicals Division NPN-11 


You can be sure to receive 
the Neoprene Notebook 
regularly by mailing this 

coupon today! 








BETTER THINGS FOR BETTER LIVING 


- +» THROUGH CHEMISTRY ~ 
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ABOUT OIL PEOPLE 





NEW OFFICERS elected at the Pennsylvania Petroleum Assn.’s convention in 
Pocono Manor, Pa., Oct. 25-27, are, left to right: H. V. Spitzer, Allied Oil Co., Phila- 
delphia, second vice president; M. H. Heine, Martin Heine Petroleum Co., Huntingdon, 
Pa., president; and David Sherer, Sherer Oil Co., Johnstown, Pa., secretary-treasurer 


RE-ELECTED OFFICERS of the Indiana Independent Petroleum Assn. are, left 
to right: Emmett Farmer, Capitol Oil Co., Camby, treasurer for the 16th consecutive 
year; Francis J. Schuster, Troy Oil Co., Indianapolis, president; and Russell Williams 


Jr., Gaseteria, Inc., vice-president 


O. P. Cottrell has resigned as vice 
president of Commerce Oil Corp. to 
establish a petroleum and chemical 
brokerage in New York City. He has 
been with Commerce since 1950. 

Earlier he was with the former Tide 
Water and Associated oil companies, 
now joined as Tide Water Associated, 
and with The Texas Co. In 1949, he 
spent six months in Paris as head of 
the petroleum section for the Marshall 
Plan. 


* 

Roy H. Smith, assistant manager of 
Imperial Oil Ltd.’s co-ordination and 
economics department, has resigned 
to go in business for himself as a 
petroleum consultant with offices in 
Toronto. 


64 


Thomas E. Sunderland, Standard 
Oil of Indiana’s general counsel, has 
been appointed a member of the Lake 
Forest College (Chicago) board of 
trustees. 


Fred W. Heaney, of Skaggs Walsh, 
Inc., Long Island City, N. Y., was 
elected president of the New York Oil 
Heating Association, Inc., at the 
group’s annual election, Nov. 4. Other 
newly-elected officers are: Thomas J. 
Costello, Knickerbocker Ice Co., Long 
Island City, vice president; Joseph A. 
Ross, Jr., Modern Utilities Engineer- 
ing Co., New York, treasurer; and 
Charles Kinsella, Win. J. Kinsella Fuel 
Oil Corp., Brooklyn, secretary. 


COMING MEETINGS 


DECEMBER 


© Dostum Acme. of Astugunn, Masten 
Little Rock, Arkansas, Des. 1-2. 


a | national 
meeting, Chase, 
Park Hotels, St. Louis, Dec. 1-8. 


JANUARY—1954 


Kentucky Petroleum Marketers Assn., Brown 
Hotel, Louisville, Ky., Jan. 6-7. 
Northwest Petroleum Assn., St. Paul Hotel, 
St. Paul, Minn., Jan. 14-15. 
39th annual con- 
Wichita, Kansas. 


FEBRUARY 


Missouri Petroleum Asen., Chase Hotel, St. 
Louis, Feb. 8-10. 

Western Petroleum Refiners _Assn., regiona] 
meeting, Hotel B t, Tex., 
Feb. 11-12. 

American Petroleum Institute, Lubrication 

tee, Sheraton-Cadillae Hotel, Detroit. 
Feb. 15-17. 

lowa Independent Oil Jobbers Assn., annua) 
convention, Fort Des Moines Hotel, De 
Moines, Iowa, Feb. 17-18. 

Wisconsin Petroleum Assn., Hotel Schroeder. 

Milwaukee, Wis., Feb. 24-25. 





MARCH 


p= ag Re convention. 
“s Dale tee mer. Sle. 


16-18 


Western Petroleum Refiners Assn., annual 
meeting, Plaza Hotel, San Antonio, Tex., 
March 29-31. 


APRIL 
American Society of Labrication Engineers, 
Netherland-Plaza, Cincinnati, Ohio, April 


5-7. 
a ~ P Assn., Gist semi-annual 


etroleum 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April 14-16. 


= 


A Petro! 


Institute, 
Commitee, Skytop Lodge, Skytop, Fe, Me 
i aaa Safety & Fire 
49 meeting, 





a ae meeting, Rice etal, ‘Hows 

Lick Hotel, French Lick, Ind. May ib 
A*white Sulpher Springs, W. Va., fa Mey 13-15. 
we , oll ~~ mg goss 


Hotel, ° 

American Petroleum Institute. piven of 
Marketi idy _ Pp . 
Hotel, Denver, Colo., May 17-19. 





JUNE 

Pennepteante, Grade Gte 5 fam. Shes - 
ual meeting, Hotel William Penn, Pitts. 

tagh, June 8-4. 


SEPTEMBER 
National Petroleum Assn., 52nd annual meet- 
Atlantic 


ing, Hotel Traymore, City, Sept. 
15-17. 
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cut costs 
with SMiTHway 


slow closing 


set stop valves! 


ou can cut costs with SMiTHway Slow-Closing Set Stop 

Valves and Counters, get more service from existing equip- 
ment and lighten the work, increase the efficiency of your 
personnel by using these work-saving functional accessories. 
A. O. Smith offers the industry’s most complete line with 
models to suit every rate of flow. This equipment can be 
added readily to existing Smith Meters. See nearest repre- 
sentative or write for complete information. A. O. Smith 
Corporation, Meter Division, 5715 SMITHway St., Los Angeles 
22, California. 


FACTORIES: S71S SMITHWAY STREET, LOS ANGELES 22, CALIF. P. 0. BOX 508, SUCCASUNNA, HJ. 
Offices: Atlanta, Chicago 7, Houston 20, Los Angeles 22, New York 17 
Canada: Toronto 12, Vancouver 1. International Div. — Milwaukee 1, Wis. 


Truck Tank Service — Simple os 1-2-3 to moke More Deliveries per Doy 
(1) The tonk truck driver con pre-set the exact amount of oi! to be 
delivered, (2) leave the truck and attend to the delivery himself at o 
distance of many yards. The delivery is meosured and controlled directly 
on the truck meter and (3) the ticket printer provides a printed record 
of the transaction for both the customer and home office. 


Bulk Plants and Terminals — SMITHway Set Stop Valves moke it possible 
to lood two or more compartments or two or more trucks simultoneously 
Shut off varied from ins poge for low flow rates to slow 
closing for high — roves. Vorious slow closing cycles of 10 to 30 
units, di eq SMITHwoy Siow-Closing valves olse 
permit exact blending right ot the loading rock when necessory. 

















You can sell top quality 


when you buy 
winter oils from Sun 


Sun can supply you with base blending stocks 
for compounding your winter lubricants to 
meet all A.P.I. classifications. 


For marketers who do not have blending 
equipment, we can supply a complete line of 
winter gear lubricants and motor oils—SAE 
5W-20 through SAE 50. 


Available only in drums and bulk 


For more information, call or write the whole- 
sale manager of the Sun office in any of the 
following cities: BOSTON * NEW YORK 
PHILADELPHIA * PITTSBURGH * DETROIT 
CLEVELAND ¢ CHICAGO * JACKSONVILLE 
DALLAS *¢ TORONTO 


SUN OIL COMPANY « PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 











